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Lincoln National Looking Forward 


Enthusiastic plans are being made to the end that next 
year will be indeed outstanding in the history of The 
Lincoln National Life. A pre-view discloses the follow- 
ing interesting coming events: \ 

. The celebration of the 25th anniversary of the founding 


of the Company. 


. The dedication of the beautiful new addition to the 
Home Office building at Fort Wayne. 


. The great quinquennial convention to be held at Chateau 
Frontenac in Quebec in June. 


. The dedication of the Paul Manship Statue of “Lincoln 
as a Young Man.” 


. The certain passing of the three quarters of a billion 
mark of insurance in force—attained in record time. 


, An outstanding series of spring conventions—from coast 
to coast—for LNL agents. C. J. Rockwell to be featured. 


. Impressive new sales promotion and agent help plans 


in connection with a great expansion program. 


In anticipation of this great year, there are now being recruited man- 
agers, general agents, and agents to share in these and in other events 
which we are not yet ready to announce. Confidential inquiries are in- 


vited. 


The Lincoln National Life Insurance Company 


Fort Wayne, Indiana 
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North American Reassurance Company 


Lawrence M.Cathles, President 


250 PARK AVENUE 


cNew ‘York. 
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CALIFORNIA 


Saw Francino 
Clarcace W. Perersé 


Standard Oil Bldg 


Harrie 
Corbett & May 
Lim Street 
Clavton W. Welles 
49 Pearl Street 

GEORGIA 
ATLANTA 
Tom L. Landress 
Citizens d Southers 
ILLINOIS 
C nm aco 
Robert A. Judd 
Midlind Bldg 
INDIANA 


Fort Wayne 
FE. C. Ungemach 
People's Trust Bldg 
INDIAN APOLI 


L. G. Ferguson 


Meyer-Kiser Bunk Bldg 


IOWA 
Davinec RT 
L. M. B. Morrissey 
Kahl Bldg 
Dis Mout 
Will D. Bowles 
Valley Natl Bank BI 


KENTUCKY 
Lovisviiut 
G. L. McDonald 
Starks Bldg 


MAINE 
PorTLaNnn 
George S$. Ellis 
Casco Bank Bldg 


MARYLAND 


Battimore 


Maryland Trust BI 


MASSACHUSETTS 


Boston 


WN. Wartse 





CONNECTICUT 
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Where to buy 
Life Annuities 


WHEN A PROSPECT wishes to buy a Life Annuity, he is 
interested primarily in just two things: the financial 
stability of the Company which is going to guarantee it 


and the attractiveness of the available yield. 


Of financial stability, what further proof is needed of a 
125 million dollar corporation, than its record of more 
than 78 years of public service and the evidence of public 
confidence demonstrated by the fact that the amount of 
Single Premiums paid to it each year for Life Annuities 
has steadily increascd from $900,000 in 1923 to more 


than $4,500,000 in 1928 


As for yield, the return on such annuities placed with 
the Phoenix Mutual on male lives ranges from 9.8% at 


age 60 to 13.8% at age 70 — and on upwards. 


Further information on any form of Life Annuity will 
be gladly furnished at your request. Write for a copy of 
our booklet, “How to Increase Your Income Without 


Sacrificing Security” 


PHOENIX MUTUAL 


LIFE INSURANCE COMPANY 


HOME OFFICE HARTFORD CONN 
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NEW 


41 Maiden Lane 

Alexander Cowen 
2 Mad 

J H Kull 


1775 Broadway 





NEW 
ALBANY 
ilph S Butler 





6-68 State 


ink Kelsey 
Hetiernan Bldg 


NORTH CAROLINA 
CL MARLOTTE 
t Blanton 
i'l Bank Bldg 

OHIO 
NCINNAT? 
McCa 
Ingalls Bldg 
CLEVELAND 
Rutherford 
Keith Bidg 


OKLAHOMA 

Oxcanoma Crry 
George © Summy 

Colcord Bidg 


OREGON 

Porti AND 
George D Drver 

S Nat'l Bank Bldg 
PENNSYLVANIA 

ADC LPHIA 

mard Held 

Finance Bldg 

SURGH 

ugh Blair 

lark Bldg 
RHODE 

VIDENCI 

h & Dicks 

s Head Bidg 


SOUTH DAKOTA 


OWN 


Fergus 
Nat'l Bank Bidg 
TENNESSEE 
CHATTAN JOGA 

Tom | 


Anderson 
Exchange Bldg 
VERMONT 
Ri TLAND 

P. Barlow 
8o West Street 


VIRGINIA 
Norroik 
Coleman Bros 
Dickson Bldg 


WASHINGTON 


S. Berne Carlton 
Stuart Bldg. 














OF 


YORK CITY 


Andrews 


YORK STATE 


' 
Hless & Spencer 





Landress 
Provident Bidg 


Mempnis 
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Lost... over Seven Billion Dollars 


America’s Greatest Economic Waste 


URING recent years our political 
D leaders have proven the benefits 
which can be achieved through 
stricter economy in the operation of our 
Government. Next to our Government, 
life insurance involves a larger use of 
the people’s money than any other 
American institution. It is the world’s 
greatest business. Any economies af- 
fected in its conduct must result in large 
financial gains to the public. 


$7,424,265,428 of life insurance lapsed 
last year, according to a standard publi- 


cation. The premiums paid upon a 
lapsed policy are largely wasted. If on 
a conservative basis the insurance 


lapsed last year cost only thirty dollars 
per thousand, the actual cash i 
enormous, 


loss 1s 


A lapsed policy means— 


“1 loss to the man who bought it—as most 
lapses occur in the first and second 
policy years, the insured gets_practic- 
ally nothing in return for the prem- 


iums he has paid thereon. He risks 
the possibility of losing, through 
change of health or otherwise, the 


privilege of securing other insurance. 
If he takes other insurance, he loses 
the lower rate established for his age 
when the policy was issued. In addi- 
tion, the greater part of the premium 
paid on the new policy goes to pay for 
the medical examination and agent’s 
commission thereon, together with the 
expenses of issuing it; an unnecessary 
waste because he pays twice for the 
same service. 


~ 


loss to the company that issued it—be- 
cause the expense and costs of issuing 
the policy amount to far more than 
the premiums received, outside of the 
time and expense involved in trying 
to keep the policy in force. 


~ 


loss to the agent who sold it—hbecause he 
has received only a part of the com- 
pensation he earned by the sale, and 
has lost the future income on the busi- 
ness. 


~ 


loss to present policyholders—iapsed life 
insurance constitutes this country’s 
greatest economic waste. In prevent- 
ing it as far as possible, the life insur- 
ance companies will be performing an 
outstanding national duty. The money 
now lost by the companies through 
lapses could be used to pay increased 
dividends to the policyholders and 
thus materially reduce the cost of their 
insurance. 





Second of a Series of Articles on 
the cost of Life Insurance — by 
William Montgomery, President, 
Acacia Mutual Life Association 





THE GREATEST LOSERS 


The heaviest losers ultimately are those 
who can least afford it—the loved ones 


whom the insurance was intended to 
protect and benefit. The huge figures 
shown above are virtually a gigantic 


heart-ache. In them are wrapped thous- 
ands of high hopes unrealized, thousands 
of bright futures shattered, thousands of 
cherished memories embittered, thous- 
ands of children uneducated and 
citizenship impaired, thousands of pos- 
sible happy families broken. 


WHY THE ENORMOUS WASTE? 


It is an axiom in life insurance that “the 
lapse usually begins with the sale.” It is 
generally conceded that the intense 
competition between the companies for 


business, the enormous pressure upon 
the agents to get it, and the methods 
and plans sometimes used to secure it, 
are the principal contributing factors. 


ACACIA REDUCES LAPSATION 
Acacia’s lapse rate is low because its 
premiums are low, its dividends good, 
and its members are satisfied; also be- 
cause its agency contracts are so con- 
structed that its agents have a strong 
economic interest in selling policies that 
do not lapse. It compensates its agents 
liberally for business that stays. It does 
not dazzle its agents or the public by the 
amount of business written; it empha- 
sizes the amount of insurance gained. 
“The business that pays is the business 
that stays.” Its agents’ salaries are 
based upon the amount of insurance kept 
in force; therefore an everpresent in- 
centive to prevent lapse and render the 
insured such service as to cause him to 
continue a satisfied policy holder. This 
also means that its agents’ compensation 
automatically increases with their length 
of service. 

The savings made possible by Acacia 
through its method of management, and 
the economies effected in the conduct 
of its business, have enabled it—a mu- 
tual company—to reduce its premiums 
to the low initial rates of the stock com- 
panies, and at the same time pay satis- 
factory dividends to its policyholders. 

If you want to see why Acacia is grow- 
ing so fast, or if you are interested in a 
permanent and profitable agency con- 
tract, it will pay you to send for the 
booklet “Why ACACIA?” Simply re- 
turn the coupon. 


ACACIA 


MUTUAL LIFE ASSOCIATION 


William Montgomery, President 


HOME OFFICE - WASHINGTON, D. C. 
FOUNDED 1869 


Acacia Mutual Life Association 


Washington, D. C. 


Please send me a copy of the booklet “Why ACACIA.” 


Acacia’s 
N. U. 10-9 Slogan 
“Do not lapse 
your policy wu 
any other old line 
company to take 
one in Acacia. Do 
not lapse your 
policy im Acacia 
to take one = 


any other old line 
campany. 
lose in 
case.” 


You 
either 
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Keen Interest in 
Market Break 


Life Companies See Crash of 
Stocks as Body Biow to 
Campaign 


RECOVERY NOT EXPECTED 


Regarded as End of Demand for Lib- 
eralization of Investment Policies 


to Include Stocks 


NEW YORK, Oct. 31.—Life under- 
writers are keenly interested in the stock 
market break which started last week and 
broke out afresh this week, as it bears 
the mooted 


business, 


most 
whether 


directly upon one of 
of the 
not life companies shall be permitted to 
enter the stock market on a qualified 


basis for extension of their investments. 


questions or 


During the past year this question has 
been of special note, many gatherings 
having taken it up for serious considera- 
tion and many companies openly cam- 
paigning for a liberalization in the in- 


vestment laws for life companies. The 
campaign in this direction should find 
the historic crash of last week a fatal 


blow, with few seeking an extension in 
this direction in the future. 
Possible Losses Huge 


The extent to which a company could 
be swept downward by such a debacle 
can easily be pictured. In the one day 
latt week, when the storm broke and 
small speculators were sent to cover, 
market prices on important’ shares 
dropped from 10 to 20 percent. Some 
recovery was made towards the week 
end, through support of a powerful 
banking group, but the lull was only 
temporary and another break marked 
the opening of this week, prices of the 
very best of shares, many long be- 
lieved impregnable, were swept down on 
the heavy forced selling. When such 
shares as American Telephone & Tele- 
graph are crushed by the force of a 
market panic, it is fundamental and the 
average loss becomes notable. The 
shares of that stock, the most widely 
held in the country and long called one 


of the most firm, dropped to a point 35 
percent below the year’s high. Others, 
naturally, fared even more disastrously. 


not now estimated and 
of little value, with the future 
It is now apparent that the 
is fallen out of the market and 
10 reason to believe that it will 
recover to any substantial degree. The 
long time investor may not lose, for in 
tme at least the strongest should return 
to an approximation of the recent levels. 
Even that is only speculation and the 
new market, once grounded, may take to 
4 permanently lower level. 
_ But even the long time investor has 
Cause for deliberation in view of the 
hecessity for financial statements. There, 
(CONTINUED ON PAGE 17) 
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Life Presidents, 
Conway Discuss 
Common Stocks 





NEW YORK, Oct. 31.—As the time 
approached for the closing of the stock 
markets Tuesday, Albert Conway, su- 
perintendent of insurance, announced 
that in view of the drastic readjustment 
in the prices of some of the common 
stocks of the country’s leading business 
firms, he would advise insurance com- 
panies to purchase common stocks. 

Knowing that the great majority of 
fire, marine, casualty and surety com- 
panies have had much of their funds 
ziready invested in common shares, the 
financial district believed that life com- 
panies world be empowered to buy com- 
mon stocks by a special abrogation of 
the statute that limits the investments 
of these companies to the highest grade 
of preferred stocks. 


Life Presidents Confer 


This opinion was strengthened by Mr. 
Conway's further announcement that all 
available heads of the largest life com- 
panies would confer in his office within 
a few minutes. 

There were some 
cheered by the 
resources of the 
in the market. 
believe that the 


who refused to be 
prospect of the great 
life companies buying 
These skeptics did not 
law could permit the 
life companies to buy common shares. 
Section 97 of the state insurance law 
was pointed out to these doubters. This 
section of the law was described as giv- 
ing the department of insurance power 
to designate what investments might be 
made in a time of special stress. 
Statement Is Issued 


at which were 
Darwin I’. Kingsley, president of the 
New York Life: Thomas I. Parkinson, 
president of the Equitable Life; Edward 
D. Duffield, president of the Prudential, 
and David F. ‘Houston, president of the 
Mutual Life. Mr. Conway issued the fol- 
lowing statement: 
‘There has been 


After the conference, 


such a drastic re- 
adjustment of the prices of the leading 
common stocks of the country that | 
took the opportunity this afternoon to 
recommend to the insurance companies 
the purchase of such stocks. In addition 


I called into conference the heads of 
the largest life insurance companies 
available in this state. 

Hands Are Tied 


‘These life conypanies were unanimous 
in their belief that the values of many 
of the leading common stocks had been 
readjusted to the point where they 
should be purchased. Unfortunately 
they felt that under the law of the state 
of New York as it is at present their 
hands were tied. 

“TI stated to them that I would recom- 
mend to the next legislature of the state 
of New York an ammendment to the 
statute so as to permit the purchase 
of the leading common stocks of the 
country by life companies for invest- 
ment purposes. The life insurance presi- 
dents who were at the conference of- 
fered to return tomorrow afternoon and 
confer to see if there was any way ir 
which under the present statute they 
could make purchases.” 

(CONTINUED ON PAGE 17) 





Effect of Financial Blast 


Crash in Stock Market Will Cause hesste Eventually to 
Swing to Life Insurance— Moves for More 
Liberal Investments Crushed 


The collapse 
so long a time of upward trend in mar- 
ket values of securities of all kinds will 
have a material effect on life insurance. 
People had begun to feel that the bull 
market would continue as a permanent 
feature and hence reached out in every 
direction to get in the market and make 
handsome earnings without working. 
Those in all walks of life will be af- 
fected and some tragedies will result. 

It will take some time for people to 
become adjusted because they have lost 
heavily. Hundreds of thousands bor- 
rowed on their life insurance to play the 
market thus sacrificing or at least heav- 
ily mortgaging their sinking fund pro- 
tection. People seemed blinded to the 
possibilities of a crash and boldly bought 
and sold stocks believing that prices 
would continue to soar. 

There is a difference of opinion among 
life agents as to how their own produc- 
tion will be affected during the next few 


months. Many feel that people will 
scurry to get in out of the wet and 
will buy life insurance as a sure salva- 


tion and protection for families and busi- 
ness. 


Will Need Bulwark 


The iesson will be a hard one and 
ultimately life insurance will profit even 
if it does not the rest of this year. It 
seems likely that those that have been 
engulfed in heavy losses will feel it nec- 
essary to throw about their homes and 
business substantial safeguards through 
life insurance. 

Whatever will the immediate re- 
sult life insurance agents will have a 
strong talking point and through educa- 
tional means will prepare the soil for 
the future. Much lite insurance has been 
sacrificed for the stock market but all 
hands will now appreciate the necessity 
of keeping unharmed a certain fund for 
fundamental protection. 

Phe tremendous 


he 


losses will doubtless 





Research Bureau Will 
Make Man-Power Survey 


At the meeting of the Life In- 
surance Research Bureau in Chi- 
cago this week, especial attention 
was given to the man-power sur- 
vey which has been undertaken 
by the bureau and its officers were 
instructed to concentrate particu- 
larly on the completion of this sur- 
vey. 

The purpose is to work out a 
formula which will show the 
chances for success of agents who 
have been in the business a cer- 
tain length of time, so that the 
companies can decide which ones 
should be dropped and which re- 
tained. Some interesting figures 
were presented on the results so 
far obtained. 


of the stock market after | end the 


| 


| 























movement to have more liberal 
laws passed permitting life companies 
to invest in the best common stocks that 
have had a successful dividend paying 
record. Superintendent Conway of New 
York, however, in a statement this week, 
indicates he will ask for an amendment 
that will open the doors to some extent. 
Company officials as a whole, however, 
will certainly desire to safeguard invest- 
ments by clinging to the present securi- 
ties allowed which are not subject to so 
great fluctuations and Even the 
farm deflation will not affect companies 
would the same amount invested in 
common stocks, 


Influence of Sun Life 


loss. 


as 


rhe 
United 
has 
with its 
common 
by advances 
been able to 
and through 


influence in the 
the last year or 
Life of Canada 
of high grade 
made millions 
in market values. It has 
pay very liberal dividends 
its financial growth and 
record it has made dents everywhere. 
Naturally the Sun Life with all other 
holders of common stocks will suffer a 
sharp reverse which will be reflected in 
its annual statement. The company is 
amply able to stand the financial hurri- 
cane but competing agents will be far 
more effective against it than they have. 


most formidable 
States during 
been the Sun 
great holdings 
stocks. It has 


sO 


Surprise at New York Action 


Superintendent Conway's 
before the insurance 
meeting at Toronto 
against opening still further the field 
for life insurance investments, the action 
of the New York superintendent in call- 
ing in conference a quartet of large com- 
pany officials to see if a way could be 
found for them to invest in common 
stocks under the present law despite its 
prohibitions brought forth much com- 
ment. Perhaps he was simply lending 
his influence to stem a further crash. 
The suggestion itself seems perilous 
even if bargains can be picked up. 


In view of 
strong position 
commissioners 


May Be Further Level 
This crash should certainly discount 
pressure ior stock investments by life 


companies and should prove a lesson in 
potentialities. Even though the list re- 
covers slightly now, pressure such as 
the market has been under could very 
easily take the list down to 1921 levels. 
Only 1928 levels have thus far been 
reached. Once down, they might be so 
long in recovering that annual state- 
ments would show a depreciation which 
even large and improbable dividends 
could not offset. Ecker’s recent state- 
ment on stock investments is regarded 
safe and sane and should be the 
view of all. 

This is probably a finesse on the part 
of Superintendent Conway and the com- 
panies, to help the bankers try to stem 
the panic and lead many speculators 
back into buying. Many life people 
feel that their business should not be 
engaged in this sad turmoil. 


as 
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Luther Reviews 
New Field Plan 


Tells Agency Officers Results of 
Individual Supervision Method 
Now Used 


COMPLETELY SATISFIED 


Aetna Vice-President Gives Reactions 
After Year’s Experience Under 
Revised Agency Control 


Complete satisfaction with the Aetna 
Life’s changed method of field super- 
vision through personal representatives 
of the vice-president, who take matters 
up with general agents first before re- 
porting criticisms to the office 
was voiced by Kendrick A. Luther, vice- 
president in charge of agencies, at the 


home 


meeting of the Association of Life 
Agency Officers and Life Insurance 
Sales Research Bureau in Chicago this 


week. 

Summing up his conclusions after a 
year’s operation of the plan, Mr. Luther 
said: “The underlying purpose of it all 
must be based on the conception that 
to supervise agencies efficiently, one 
must have a composite picture formu- 
lated from a combination of impersonal 
analyses of individual results, to be 
looked at in the light of intimate knowl- 
edge of the personalities and methods 
which went into the making up of those 
results.” 

He spoke on the general subject, 
“Supervision of the Field,” giving, how- 
ever, specific comment on the Aetna’s 
plan and not dealing in generalities. 
Kxeerpts from this address are pre- 
sented below: 


Individual Supervision Plan 


“In restricting the subject matter of 
this paper both to the title and the time 
allotted for its consideration, it seems 
worth while to outline in a very limited 
way the background which led to a 
change about a year ago in our method 
of supervision of the field, to describe 
this plan which might technically be 
called one of ‘individual supervision’ and 
which came about as a result of the 
change, and finally to discuss briefly 
our ‘mass’ or ‘group’ supervisory activ- 
ities. 

“Up to Oct. 1, 1928, we had depended 
for individual supervision upon) such 
visits to the field as could be made by 
myself, the superintendent of agencies, 


the two assistant superintendents of 
agencies, and an agency assistant, five 
in all, 


“The visits to the field for individual 
supervision were necessarily limited in 
number and in the length of time which 
could be spent in each agency on such 
\ visit 

Desired Longer Visits 


“In addition to this, we knew that 
much could be gained by more intimate 
contact between the agency depart- 
ment and the field, including agents, 
supervisors, and general agents, in the 
particular matter of a visit long enough 
to see at first hand the respective prob- 
lems of the three branches of the field 
work, to be able to intelligently inter- 
pret those problems to the home office, 
and in turn, to intelligently interpret the 
home office mroblems to the field. 
_“For the purpose of our plan, the ter- 
ritory was divided into seven divisions— 
Canadian, Pacific, western, central, 
southern, eastern and metropolitan. 

“For this work, young men in the age 
group 30 to 38, trained in our own 
ranks, who had demonstrated both sales 

(CONTINUED ON PAGE 28) 
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Life Agency Officers’ Leaders 








FRANK HH. SYKES, Fidelity Mutual 
Chairman 


Trustees to Meet Nov. 10 
in New York With Whatley 


lormulation of a list of appointments 
on committees of the National Associa- 
tion of Life Underwriters will be under- 
taken by S. T. Whatley, newly elected 
president, at a meeting of trustees in 
New York City, Nov. 10. This will be 
the first formal meeting of the new 
board of trustees, although there was a 
brief session at the Washington annual 
meeting. 

Several tentative selections have been 
made by Mr. Whatley on various com- 
mittees, but these will not be announced 
until the complete roster has been 
drafted in the New York meeting. The 


session Nov. 10 will be presided over 
by Paul F. Clark, new chairman. Presi- 
dent Whatley sits on the board as a 


member ex-officio. 

Selection of the time and place for the 
mid-year meeting of the executive com- 
mittee will also be taken up. It prob- 
ably will be held in New York, inas- 
much as the meeting last March was in 





Mutual 


I. D. MOORE, Pacifie 
Secretary 


Cc, 


Research Bureau Names 
Frank L. Jones Chairman 


New members of the executive com- 
mittee of the Life Insurance Sales Re- 
search Bureau elected this week are: 

Jerome Clark, superintendent of agen- 
cies Union Central; James A. McLain, 
superintendent of agencies Guardian 
Life, and Dr. T. C. Denny, president 
Central Life of Iowa. 

Holdover members 
strong, Travelers; W. 
Life of Canada; S. F. 
tective; W. T. Grant, Business Men's 
Assurance; J. J. Harrison, Home Life 
of Arkansas; F. L. Jones, vice-president 
Equitable of New York. 

Mr. Jones was named as chairman at 
a meeting of the new committee and 
Mr. Grant, vice-president. 


Arm- 
Mutual 


are H. H. 
Carlisle, 
Clabaugh, Pro- 


Chicago, although there has been some 
discussion in regard to holding the 
meeting in Washington when the Cham- 
ber of Commerce the United States 
meets there. 


ol 


Stocks Crumble—Life Insurance Endures 


(Editorial Comment) 


= — —— — 

The earth has opened and the stock 

market has gone into the uttermost 
depths. 


The public in general is mourning its 
severe losses. There is tragedy in many 
faces. The sense of proportion had 
been greatly distorted. The public had 
assumed a “get-rich-quick” attitude of 
mind and it has had a very costly set- 
back. Chastened and chastised the pub- 
lic is ready to give up even fant rays 
of hope that it held and to settle down 
to travel the old long trodden road of 
honest, hard labor after 
exotic and tangled ways. 

The security promised by life insur- 
ance, the slow accretion of 
values, the general safety of principal, 


traversing 


reserve 


the protection of estates and the assur- | 
| market, assured of the truth of that age- 
| old adage, “Easy come, easy go,” pre- 


ance of a regular income for the family 
spite of all vicissitudes—all 
had in the past few years been denied 
and derided. 

When men face a great physical or 
mental catastrophe they turn to religion 
for solace. When men stand in the 


ia these 





presence of gigantic financial losses, 
they can still turn to life insurance for 
hope. 

Through life insurance the man who 
has sustained great losses can yet work 
with an easy mind, even though the sav- 
ings of a life time have been swept away 
by a swiftly running current. Through 
an appreciation of life insurance such a 
man can better realize that the 
dards built up by speculative gains are 
really false and insecure. 

Right now, with the lesson brought 
home by that most powerful 
salesman, Personal Experience, the field 
for life insurance has been fertilized and 
prepared for a harvest of unequalled 
magnitude. 

Cowed by their losses in the stock 


Stan- 


super- 


pared to return to normal conditions 
after a wild orgy of speculation, the 
public is ready once more to drop an- 
chor in the safe harbor of Life Insur- 


ance, Protection and Thrift. 








November 1, 19 








y vel 


Growth « of | Life Talk 


Insurance Told 


Vice-President Kavanagh of Me. 
ropolitan Life Tells of Great 


Influence 


CREDIT DUE TO AGEN? 


Buyers’ 


Part in Industry 


Market Has Been Created. 
Group Insurance Plays Important 


At Nebraska Insurance Day 


coln last week, James E. 


Ka 


second vice-president, Metropolitan Li J ing 1" 


and 
Director 
and 
WANT 


Improved 
Twis 


n Lin [wo s}" 


Vanag toa ol 


sketched the growth and importance f the Na 


the institution of life insura 


whole, with 120,000,000 policies out 
ing calling for more than a hundred | Th ‘kin 
In 
still wm 
thus opening, with the increasing popula. 


lion dollars of indemnity. 


this there are millions 


tion, an unlimited field. The 


the field did it, said the speal 


possib 


he 


used to be laughed at, 
served it, but today 
wholesome respect. 
not an agitator, and desery 
hailed as a moral hero, the 
had the hardihood of soul 
and tutor thankless and unwilli 
It is to the agent in the fielk 
that the credit is due for the 


con 


+ 
to 


insurance is becoming a buyer’: 


as a seller's market, and tha 
are being bought, not sold. 
be bought this year than wa 
years ago. This is encoura 
dence that the long educational 
is getting across. 


nN 


He is an « 


1 


M 


agent 


as 3 


stat 


Ife 


spi er, «a¢ 


nsure Jife | nd 


nt 


H 








g el te E 


Finance Great Enterprises lines. 


The speaker stressed the val 


surance to business, pointing 


the sixteen and a half billions of 1 


were financing the great enter 


the country, until today the p« 
own those reserves have mort 
in the future of the railroads 


utilities than those most activ: 


management. 
French thrift 
great national 


has 


virtue, yet it 


been lau 


compare with that of the Amer 


ple, the most thrifty in the w 
American people are not hoat 


dollars, they have been taught 


more profitable ways by the 
panies. The gigantic pool 


represented by those reserves 


been constructed by the geniu 
street or the genius of the « 
but in large part by the agent, 
he signs his prospect to his 
cation is merely giving him 
examination so that he may 
tor higher degrees later. 
Active in Humane 


There are less obvious val 
ever, than those of the ability 
great undertakings and form 
tial basis for commercial 
illustrating his meaning Mr. 
outlined the various activit 
companies in social welfare w 
good health, their programs 
nurses, disease prevention, 
accident prevention, speeding 
covery of the sick, and the lik: 
business as well as wise p! 
and the nice thing about it 
pays as represented in reduce l 
Insurance also engagi! 
chandising in a wholesale w 
insurance, a camouflage 
branch offices of the 


is 


factori 

land, is growing at a stride 

realized, until it today repres 
(CONTINUED ON PAGE 
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Talks by Hull 


and Dr. Huebner 


Director of National Association 
and Dean of College Are 


on Program 


WANT BETTER EQUIPMENT 


Improved Training and Correction of 


Twisting Are Problems for 


L we 


t 
ol 


| its ice 


iters Roger 


lean of 


Near Future 


cakers addressed the Associa- 
Life Agency Officers at its meet- 
Chicago this week on activities 
ational Association of Life Un- 
B. Hull, managing 
f the National association, 
What the Life Underwriter Is 
ng About,” and Dr. S. S. Hueb- 
the American College of 
rwriters, discussed the college 
in American life insurance. 
said in part: 
e lite underwriter is selling life 
primarily to make a living 
rst thoughts are ways and means, 
| methods for converting his 
applications. But this is true 
of selling. Even the 
ist make sure that his salary 
t, though money to him may 
t 


rach 


ut let's dismiss the thought that he 


of all to succeed. We 
at for granted. What is the 
underwriter thinking from 
int of a future development 
his business into a life 
ud of just a work for dear 
just as surely as we are here 
ng, gentlemen, the life under- 
thinking along professional 


ned first 


Irn 


Address at Cincinnati 


underwriter is commenting 
ipon the fact that at the an- 
g of the American Life Con- 
» weeks ago, one of the prin- 
rs read to that convention by 
vice-president was 
ibject: ‘What shall we do for 
sides giving him a contract 
book?’ And he is impressed 
ct also that, while the prin- 
ker referred to the times in the 
(CONTINUED ON PAGE 18) 


agency 








j prehensive 





LIFE INSURANCE EDITION 


Says Challenge to Life 


Insurance Must Be Met 


Life insurance is being challenged ev- 


: ‘ 
ery day by general business to develop 


educational work in the profession to a 
higher degree, and it must meet this 


competition with comprehensive training | 


programs, Arthur M. Spalding, director 
of agents’ training for the Equitable Life 
of New York, declared at the joint meet- 
ing of the Association of Life Agency 
Officers and the Research Bureau in 
Chicago this week. 

It may well be expected that educa- 
tional departments in future will be 
called upon to review and make avail- 
able to underwriters all books on special- 
ized phases of life insurance, such as 
those on wills, trusts and estates, com- 
mercial law, investment, finance, sociol- 
ogy and economics, he said. It but 
another step along this line to helping 
life salesmen in preparing for “C. L. 


is 


U.” examinations, reviewing current life | 


insurance magazines and papers, and so 
forth. Mr. Spalding said there appears 
to be field in which there found 
“such a splendid group of trade maga- 
zines” as in life insurance, in spite of 
which fact many life insurance men 
overlook the true value of these papers. 
He in part: 


no is 


said 

Functions of Department 
“Ther three stages in 
First, what we 


are probably 
the new man’s training 
might term the ‘preliminary’ or B. 
C.” stage The home office 
department should initiate and produce 
workable material in the form of a sim- 
ple, understandable course which can be 


e 


taken in hand by the various general 
agents and agency managers and used | 
by them in giving the new man the ab 
solute fundamentals of life insurance. 
“Here you will note that the home 
office educational department initiates 
and prepares the material, but that the 
manager in the field must actually do 


the training. What we do for the new 


man during the rst three days, the 
first three weeks or the first three 
months is probably much more impor- 
tant than what we do during the fol 
lowing three vears. 

“The second stage is usually through 
the agency of the correspondence 
course, which can of course be much 


better administered by a home office set- 
up. Most of the correspondence courses 
studied quite extensive and should 
give a new agent quite a thorough, com- 
understanding of life insur 


are 


educational | 


} ance principles and life insurance sales- 
manship. 

“The third stage the development 
of a new agent home office 
held school. The course content of this 
school usually more advanced than 
the correspondence course and has 
one of its objectives a new factor 
namely, the stimulation and revitaliza 
tion of the older agent who has reached 
the so-called ‘plateau’ of production. 
Here, as in the case of the correspond- 
ence course, if this course is not admin- 
istered by the home office it might be 
poorly administered in the 
agency or not given at ail. 

“A life insurance educational depart- 
ment, even with a small beginning, must 
be built on a pretty substantial founda- 
tion in order that it may expand and 


in 
is the or 
is 


as 


average 


| meet the educational challenge of these 

next 10 years. Obviously, the keystone 
of a new educational department is the 
man secured to head up this work. Our 
study seems to indicate that there are 
three primary factors which must be 
considered when securing the new trait 


ing officer. 


“First, he should be educator 
\fter all, his primary job is to educate 
and train [wo of the best educators | 
have ever known—Edward A. Woods. 
| my previous chief, and Albert G. Bor 
' den, my present chief and the head of 
| our training department—were not edu 
cators in the collegiate sense Secondly, 

he should he thoroughly ger inded in 


the practical work-a-day problems of the 


life insurance world: and thirdly, the 
| educational officer should have a pet 
sonality which begets confidence, coop 
} eration and ent! iy ) 


usiasm 


FEDERAL UNION LIFE 
ADDS TO ITS HOLDINGS 
Che Federal Union Life of Cincinnati 
is increasing its real estate holdings 
around Ninth and Walnut streets where 


it has occupied valuable corner as its 
home office building for some time Che 
company has owned three plots, Nos 
900, 902 and 908 Vine street It has 
closed the purchase of No. 904 Vine 
| street, thus giving it 90 feet frontage on 
this prominent street. The company ex- 
pects to close the year with $37,000,000 
in force or a gain for the year of about 


| $5,000,000. 





‘Trained Agents 
| Best Producers 


| Young of Missouri State Reports 
on Survey of Field 
Schools 


COMPANIES FAVOR PLAN 


Results of Questionnaire Analyzed at 
Joint Meeting of Agency Officers 
and Bureau 


Field schools undoubtedly are of deh- 


nite benefit to individual agents and 


agencies as well, Pearce H. Young, as 


sistant secretary of the Missouri State 
Life of St. Louis, declared in his paper 
lon “The Field School as a Means ol 
raining Agents” delivered in the joint 
meeting of the Life Agency Othcer and 
Research Bureau in Chicago this week 
He said the officials of one company 
attributes the enormous increase im 
sales to education of its field tore and 
points to the fact that 520 first year 





men averaged $11,000 a month produ 
tion He said the Equitable of Iowa, 
follow gy one recent field school, desig 
nated the succeeding month as “school 
month” and during that time the agency 
produced almost double its normal aver 
age ind has ( wing steady im 
provement evel! since Excerpt Irom 
Mr \ mgs address are given clow 
Strongly Favor Schools 
1] msensus of opinion seems to 
be decidedly im tavor ~ field schools 
Enrollment should be based upon an 
applicatio ibmitted by the student, 
the ideal size class bemg 15 to 20 In 
imbe t upervised field work 
1orming al portant part of the cours 
rhe school s ld be one week in dura 
it t went » stand all or a part 
| of 5 ial expenses Dhe school 
| should ( 1 harge of a one-man staff 
from t e office educational depart 
ment 
os e to me that, if we are to 
accomplis iximum results through 
the use of field schools, the agent who 
is to attend should first be required to 
complete a primary training course. Def 
inite plans for the supervision and train 


(CONTINUED ON PAGE 30) 
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Little Effect from Crash 





Huge Stock Market Break Slows Up Life Business Only 
Slightly and Actually Points to Improved 
Underwriting Conditions for Life Men 





NEW YORK, 31.—Life insur- 
ance is probably in the most fortunate 
position of any business today, for it 


can watch the tide of developments on 


Oct. 


the financial and industrial market with 
but small effect on its own welfare. 
True, there may be some curb on im- 
mediate sales through financial string- 
ency as a result of last week’s crash on 
the stock market, one of the greatest 
in history. But it is equally true that 


in the life insur- 
than offset by 
as they may be. 


the net gains to those 
ance business are more 
the results, unfortunate 


Gains for Life Men 


gaining by an im- 
provement in the bond market, the 
natural consequence of a_ stock break, 
and as this is the chief department of 
life insurance investments, it is impor- 
tant. Farm mortgages, the next im- 
portant investment ifield, are also facing 
brighter times, a gratifying prospect for 
many life officers. In the field, the 
agents can look to the stock break as 
a long-run sales aid, though it curb some 
immediate sales, for it will return the 
general investment market of America 
to normal, with many more turning to 
basic investments, such as life insurance, 
rather than paper profits in the stock 
market. 


Home offices are 


May Be Business Recession 


A recession in general business, should 
it follow in the wake of the market's 


storm, would add some difficulty to the 
life underwriter’s work, but that only 
means slightly increased effort. The 


sales are possible, now more than ever. 
This should be a record life insurance 
year and it is a time for life under- 
writers to show the world that it can 
maintain its peak production in the face 
of receding business in other lines. 


Expect No Great Effect 


It is questionable if last week’s mar- 
ket break will have much effect on the 
total production of life insurance. Me- 
tropolitan agencies are reporting very 
quiet business, but they more directly 
feel market reactions. In September, 
when Metropolitan officers were show- 
ing slight declines generally, the country 
as a whole increased ordinary production 
by 15 percent. This month, the effect 
may be more wide-spread, psycholog- 
ically if not actually, so that a 15 per- 
cent increase is not anticipated for Oc- 
tober, but it is certain that the nation’s 
market will not reflect depression. And 
there is every reason to believe the year 





Trio of Cousins Are 
Million Dollar Agents 





Three cousins prominent in the 
life insurance business, two of 
them million-dollar-a-year sales- 
men, spoke recently at the west- 
ern Pennsylvania agency meeting 
of the Reliance Life of Pittsburgh. 
They were Saul Alexandre of 
Pittsburgh, million-dollar sales- 
man of Reliance Life; Paul Alex- 
ander of Brooklyn, manager of 
the Guardian Life, and Leon 
Alexander of Brooklyn, district 
manager and million-dollar sales- 
man of Guardian Life. Paul Alex- 
ander has been in the insurance 
business 30 years and was instru- 
mental in starting his brother, 
Leon, and his cousin, Saul, on the 
road to star salesmanship in the 
insurance profession. 

















will close well ahead of last year, no 
matter what develops in other lines in 
the remaining two months. Even the 
metropolitan offices will close their an- 
nual books ahead of last year, due to 
earlier increases, and even they may 
return to the earlier scale of produc- 
tion, with increases in the next two 
months, once the immediate reaction 
from the market crash is overcome. 


Will Improve Tone 


The greatest result of the historic af- 
fair of last week will be the improved 
tone of the American investment mar- 
ket. Many life underwriters have spok- 
en in recent months of the increasing 
competition in the form of the specu- 
lation lure, almost everyone in the coun- 
try dabbling in some way, large or 
small, in the great “bull’ market. Now 
that the bulk of them have been closed 
out or dissuaded from further participa- 
tion, true investments should prove more 
attractive and life insurance should gain 
appreciably. Those with the balance 
of a shriveled speculation account may 
feel rather satisfied to put it into a 
guaranteed savings account in the form 
of life insurance. 


Life Insurance as Stabilizer 


Again, the value of life insurance as 
a credit stabilizer may be more widely 
recognized, for without doubt last week’s 
pinch forced many to call upon their 
policies for available cash. The extent 
of that will not be known for some 
time—those affected in many cases not 
yet knowing the extent of their finan- 
cial needs. But the availability of that 
loan value cash is an asset that should 
mean much for future business insurance 
sales. 

Must Watch Big Lines 


There is one way in which home of- 
fices may suffer from the present situa- 
tion, the possibility of increased mortal- 
ity on jumbo policies. This class of 
risk has long been recognized as the 
greatest loss breeder and it is just sit- 
uations as the present that bring the 
hazard into full power. It is a time for 
more than the usual care in selection of 
large policy risks, to avoid any further 
possibility of such losses. These large 
policies are the ones chiefly affected 
by market reactions, for it is the man 
with big money who first hesitates to 
take out a policy, when he feels the 
pinch of money. But there is no change 
in the fundamental purpose and need 
of life insurance and these men have 
as great an insurable interest and as 
great a need for man-power protection 
as ever. Sales of such business should 
show ‘ao diminution, but they should be 
carefully watched for a true measure 
of insurability. 


No Further Revision Necessary 


The Association of Canadian Insur- 
ance Superintendents has decided that 
no further revision of the provincial 
laws respecting life insurance reserves 
is necessary or desirable at this time. 
There was some demand for the per- 
missive use of the Illinois standard and 
the mortality table authorized for the 
purpose of establishing reserves for 
new business. 





Confederation Appointments 


R. Smith, actuary of the Confed- 
eration Life of Toronto. has been ap- 
pointed assistant general manager, re- 
taining direction of the actuarial work. 
C. D. Devlin has been appointed general 
superintendent of agencies. 








New Commissioner 











LLOYD Cc, 


DORT 


Lloyd C. Dort, named by Governor 
Weaver of Nebraska to take charge of 
the state insurance bureau on November 
1. Mr. Dort is an attorney of stand- 
ing, and was an assistant attorney-gen- 
eral for six years, during which time he 
acted as a legal adviser for the insur- 
ance department. Inability of the insur- 
ance interests to agree upon a member 
of the profession who was acceptable to 
the governor, led him to offer the posi- 
tion to several attorneys. His first idea 
was to get a business man, but after C. 
B. Anderson resigned, after serving a 
month, the governor started looking for 
an attorney. Mr. Dort is to receive $5,000 
a year. Governor Weaver will recom- 
mend to the next legislature that a six 
year term of office be created for the 
insurance commissioner. The last legis- 
lature adopted a similar suggestion with 
respect to the state banking commis- 
sioner. 





More States in Line 
on Disability Clause 











Several more states have fallen in 
line and approved the standard total and 
permanent disability provisions which 
were adopted by the National Conven- 
tion of Insurance Commissioners at To- 


ronto. Commissioners Merton L. 
Srown of Massachusetts and W. E. 
Floyd of Arkansas have both sent no- 
tices to companies doing business in 


their states that after July 1, 1930, poli- 
cies will not be approved unless they 
conform to the new standard. Com- 
missioner Ben Lowry of Mississippi has 
set April 1, 1930, as the deadline for 
Mississippi companies to conform to the 
new disability provisions. 

Commissioner Charles F. Hobbs of 
Kansas preparing an order making 
the new provisions effective July 1, 1930. 

Commissioner Yenter of Iowa will 
not take any official action with refer- 
ence to the total and permanent dis- 
ability clause at least until after the 
meeting of the commissioners in New 
York in December. 


Miss Clark Is President 


Miss Helen L. Clark, assistant actu- 
ary of the American Central Life, was 
elected president of the Indianapolis Ac- 
tuarial Club. Harold Walton of the In- 
diana insurance department and a for- 
mer member of the American Central's 
actuarial staff, was elected vice-presi- 
dent; Martin Scott, Reserve Loan Life, 


is 


secretary. 

Speakers at the dinner were M. R. 
Kattell of Fort Wayne and Wendell P. 
Coler of the American Life Convention 
at St. 


Louis. 





Field Men Are 
Given Initiatiy 


Home Life Man Explains Dec 
tralization Plan of New York 
Company 


ELIMINATE PATERNALIS 


Manning Reviews Interesting Plan ; 
Field Supervision at Chicago Join 
Conference 


Division of responsibility and 
thority, together 
between home office and field, 


prised in the business development py 


with close 


conta 


are co 


gram of the Home Life of New Yo 
H. W. Manning, superintendent 
agencies, explained in his paper ( 


agency supervision delivered at the j 
meeting of Agency Officers and the R 
search Bureau in Chicago this wee 
The Home Life system is that ¢ 
setting up major operations throughod 
the country which direct and 
activity within large areas or centers ¢ 
population. Mr. Manning summarize 
the Home Life system as follows: 


contr 


Plan of Decentralization 


“Our plan of agency supervision 
influenced largely by the plans we e& 
tertain for our development as a whok 
I have in mind the fact that in of 
program for our development we zt 
working toward the decentralization ¢ 
direction and responsibility. 

“Insofar as this is developed, agent 
supervision will take on a two-fold fun 
tion. First will be the diffusion 
broader company policy amongst thos 
responsible for these larger operation 
Second, will be the necessity of corte 
lating these various activities so tht 
their work may so coordinate ast 
carry out harmoniously the most pr 
gressive development of the company! 
program as a whole. 

“Coming a little closer to our com 
pany’s practical problem of the moment 
we have to carry on in our prestt 
stage a type of agency supervision whit? 
is de signed not only to take care of o 
present situation but which will evolt 
through the course of time that ty 
of supervision of which I spoke. We 
must endeavor to avoid the building ¥ 
of a system which at another stage * 
our company development might hat 
to be broken down or materially reae 
justed. 

Put Men on Their Own 

“It is quite obvious that if we hav 
to look to the development of men = 
charge of major operations who wil 
carry on the functions of supervision 
within their fields, then we must afforl 
them the opportunity of assuming 
sponsibility and of practicing directice 
as they develop their operations. 
best development of those essemti 
qualities can not be accomplished > 
doing a part of their job for them. i 

‘As a matter of policy, we ty © 
visit a new agency once a month, 
within a period of 60 days at the mo 
In the case of agencies which are © 
fronted with definite limitations w"™ 
in most instances, however, have ™ 
been fully reached, we endeavor to W%™ 
with them on their problem, which 
not so much one of expansion, as,*” 
of development of the type of busines 


Holds Round Table Meets 


“In view of our policy to correlat 
rather than control their activities, | ¥ 
have found that this can best be 
by frequent group conferences. 
make it a practice to gather our age 

{CONTINUED ON PAGE 19) 
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is that ° ° ° ‘fe 
through Foundations must be firm and strong if the edifice 
Bowen is to stand secure. The stability of an institution 
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3S ‘wha G In its thirty-six years’ of growth the Illinois 
hat in or ° 4 
nt we a Life has demonstrated the strength of its 
ec, ageg foundation. There has been no creaking and strain- 
»-fold fune- . . - - 

iftusion ing of its beams and timbers as this company has, 
aoa year by year, added to its structure and fortified 
a on its strength. 

most pre 

companys . + . 

se Illinois Life men have pride and faith in the 
if pres institution which they are helping to build. 
are of 0 The men in the field are conscious of the strength 
eke, We and stability of the company which they represent. 
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r stage = 

right hart The Illinois Life — built on a firm foundation 

ially reat 

of men The Illinois Life Insurance Company enjoys the distinction 

whe = of being the first legal reserve life insurance company, 

ae now active, to be chartered by the State of Illinois. 
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Reason 





s Are Given for 
Institutional Project 





THE NATI 





tive campaign cgn do so. 


their interest in the plan. 


1. Because 
will present forcefully and continually 
the great human interest story of life 
insurance in a manner comparable to 
the way advertising is presenting the 
automobile, the radio, household appli- 
ances, and the multitude of other lux- 


uries and necessities characteristic of 
our modern world. 
2. Because constant reiteration sup- 


plemented by striking pictorial material 
will make prospects more responsive to 
the life underwriter’s presentation and 


thus enable him to write larger amounts | 


of insurance with the same sales effort. 

3. Because it will tend to improve the 
service which the life underwriter ren- 
ders the public by 
to expect high grade specialized service. 


Will Attract High Grade Men 


4. Because institutional advertising 
will tend to attract more high grade men 
to the business. Some of the copy 
should be prepared with precisely this 
end in view. 

5. Because we would like to see the 
life insura..ce business making greater 
progress when compared with the prog- 
ress of the country at large. We are 
danger of being over-elated by the 


it 

faci that the life insurance in force has 
passed the one hundred billion dollar 
mark. This total, huge as it is, is equiv- 
alent only to a little more than the 
nation’s income for one year. Only 2.7 


percent of the national income is being 
devoted to the’ payment of life insur- 


D. E. Ruggles Made Sales 
Director of Midwest Life 





D. E. Ruggles, for a number of years 
with the Travelers, has become sales di- 
rector for the Midwest Life of Nebraska, 
and is now in charge. The illness of 
Carl B. Newlon, secretary, has taken so 
serious a turn that it has been neces- 
sary to arrange for indefinite transfer 
of his duties. These have been divided 
between .several executives, and to Mr. 
Ruggles will fall complete charge of 
sales. He started with the Travelers in 
1918, being connected with agencies at 
Boston and Pittsburgh, and later was 
agency manager at Cincinnati and Balti- 
more. For a year after resigning the 
latter position he was with the Pruden- 
tial, but for the last two years he has 
been representing the Travelers in estab- 
lishing life bureaus in a number of bro- 
kerage agencies. le went to 
from the Fred James & Co. 
in Chicago. 


S. office 


Will Hear St. Louis Tax Appeal 


The United States Supreme Court has 


consented to pass on the validity of 
the methods ot taxation used by the 
city assessor of St. Louis in levying 
tax assessments against life, fire and 


casualty insurance companies with home 
offices in that city. 

The case, which was taken up by the 
Missouri Insurance Company, is based 
on the contention that the assessor has 
construed the Missouri statutes to per- 
mit a tax on some of the government 
bonds and other nontaxable assets held 
by the companies. 


Lincoln } 


leading the public | of 


M. A. Linton, vice-president of the Provident Mutual Life, who is chairman 
of the committee of the Association of Life Agency Officers on national adver- 
tising, presented a report at the meeting this week. A definite plan has been 
worked out whereby a number of companies which desire to support a coop- 
That has been placed before companies, but no effort 
has been made to carry the matter to a final conclusion. The committee believes 
that the subject should be discussed and pondered over by the executives before 
final action be taken. A number of medium sized and small companies expressed 
Mr. Linton in his report gave reasons why he believed 


| The other industries are making a pow- 
| erful appeal to the women through at- 
| tractive 





| Keane-Patterson Agency 














cas 20 years 
ago the percentage was about 2 percent. 

6. Because institutional advertising 
will tell the story of life insurance to 
women in a way that far exceeds what 
we are now doing. The wife at home 
is frequently the reason why the hus- 
band is inadequately insured. She would 
rather have the family income used to 
buy a new car, a new radio, a new fur 


























































coat or something equally attractive. 


advertising. Women control, 
or have a say, with reference to the 
expenditure of a very large percentage 
the national income of more than 
ninety billions. 

7. Because institutional advertising 
will tend to reduce costs by stimulating 
the sale of larger units of insurance; and 
by helping to reduce the lapse rate. 





Improve Public Understanding 


8. Because it will improve the public 
understanding of the important part that 
the assets of life insurance companies 
play in the economic life of the nation. 
The better the public understanding of 
the functions and service of life insur- 
ance, the less the likelihood of the en- 
actment of laws inimical to the interests 
of the policyholders. 

9 Because the unit cost of an ade- 
quate advertising campaign will be small 
when carried through on a cooperative 
institutional basis. 


Opens Its Fourth Branch 


The Keane-Patterson agency of the 
Massachusetts Mutual Life in New York 
City has just opened another branch of- 
fice in downtown New York, with offices 
in the new 60 John Street building, in 
the heart of the insurance and financial 
district. The general agency itself is 
mid-town, near the Pennsylvania ter- 
minal, and it recently opened a Bronx 
civision, following pon the opening 
of another downtown branch at 225 
Broadway two years ago known as the 
Leyendecker branch. 

The new office at 60 John Street will 
be under the joint management of Jo- 
seph L. McAvoy, formerly secretary of 
the Royal Typewriter Company of Can- 
ada, and William H. Whelan, formerly 
sales director of the Laurelton Company 


and the Dominion Copper Products 
Company of Canada. Both men have | 
more recently been in the insurance 
business and are well known on the 
street. 


The Keane-Patterson has made rapid 
strides in development since its organ- 


ization in 1925. In its first year it paid 
for what was then a record first year 
business, $10,000,000. This year the 


agency is at the $20,000,000 mark, pass- 





ing last year’s total by 50 percent. 
Reliance Life Dividends 
The Reliance Life has adopted a new 
scale of dividends for next year, there 
being an increase of about 10 percent 
over those paid the current year. 








LOUIS F. BUTLER 


President Louis F. Butler of the 
Travelers’ organization, who died last 
week, was at the very height of his 
power. He was 58 years of age. Mr. 


Butler was regarded as one of the best 
all-round executives in the country, 
having knowledge of every department 
that his three companies, the Travelers, 
Travelers Indemnity and Travelers Fire, 
maintained. 





Agency End of 
Company Work 
Is Recognized 











James A. Fulton, the new president 
of the Home Life of New York, who is 
chairman of the Life Insurance Sales 
Research Bureau, received an ovation at 
the meeting of the bureau in Chicago 
this week. Mr. Fulton opened the ses- 
sion, stating that he served two years as 
chairman of the bureau. He com- 
mended the work that had been done, 
saying that a vast amount of material 
had been gathered together. The prob- 
lem, he declared, is to assimilate this 
information, put it in the right kind of 
shape and get it back to the member 
companies. 


Recognition of Agency Chief 


He then turned the meeting over to 
John Marshall Holcombe, general man 
ager of the bureau, who commented on 


the fact that in the past the agency 
department Was not given the proper 
recognition in the executive councils 


of companies that it deserved. He said 
that when a board of directors under- 
took to elect a president they usually 
chose an attorney, a financial man or 
actuary. He said that verv often the 
agency head was not an executive omeer 
or a director. He therefore said the 
election of Mr. Fulton as president o! 
the Home Life was significant of a 
broader view of the agency department. 


He hoped that this would set a prece- 
dent. At the close of Mr. Holcombe’s 
remarks Mr. Fulton was given a real 
ovation. He is one of the most able 
men in the business and has made a 
wonderful record. 

Gavel Passed Around 


In connection with the handling of 
the transfer of the gavel from Mr. Ful- 
ton to Mr. Holcombe, Mr. Holcombe in 


turn passed the responsibility over to 
H. G. Kenagy of the bureau. The 
nominating committee to select three 
new members of the executive commit- 
tee consisted of L. P. Brigham, Na- 
tional Life of Vermont; O. J. Lacy, 
Minnesota Mutual and A. M. Ramsay, 


Canada Life. 
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President L. F. Butler 
of Travelers Group De 


WELL ROUNDED EXECUTIy 







Started with the Company as an Of; 
Boy and Ended as Chief 
Executive 











President Louis F. Butler 
Travelers, Travelers Indemn 
Travelers Fire, who died last w 
been suffering for some _ tin 
cronic stomach disorders due t 
Two weeks before his death h 
necessary to seek his bed. Since O 
he had been under the care of sever 
doctors, including New York ‘ 
cialists. Thoughout his final i!!ness 
daughter and three sons were 
Mr. Butler spent August at his 
home in Waterford and he 
have benefited greatly by the r« 
he returned from his vacation 
before the conference of the 
branch managers at Hartford, Sept 
President Butler had been a |! 
ferer from stomach trouble. He \ 
abroad in 1918 and at that tin 








K 







SC 


WI 


felt that he was overcoming thx 
ady. 
Funeral Services Saturday 
The funeral services were held Sa 


day afternoon from St. John’s Chu 
Rev. William T. Hooper, t! 











being in charge. Travelers agents ar 
managers from various parts 

country were present. Vice-!’residest 
William Brosmith called a meeting @ 


Travelers directors to take appropriat 


action in the way of resolutions. M 
officials of the companies attended 
Mr. Butler's Career 
Mr. Butler’s entire insurance caré 
covering 40 years started and ended w 


the Travelers. He became an office | 
after he graduated from the Hart! 
high school in 1890. Even when he wa 


in high school he desired t 
work at the Travelers, but 
Patterson, president, refused to con 
him before he completed his hig! 
studies. His first position Ww 





ticket department, starting under Georg 
S. Pennfield, who is today manager 
that division. He was transferred t 
the actuarial department re 
studied the various lines of insurat 
written. 

Was Appointed Assistant Secretar 

In 1901 he was appointed assist 
actuary and three years later bec 
assistant secretary. He had a great 


sorbing mind and every day ada 
to his store of knowledge and }eca! 
practical workman in his craft. He we 
elected secretary in 1907 and vice-pre 
dent in 1912. On the death ot 
Sylvester C. Dunham in 19 
elected chief executive of t! rave 
being the third president t 
pany. 

He was born in Hartfor 
1871. Four children survive Bute 
the three youngest being sor an 
has been connected with tl 
since he graduated from Ya! 
is a pupil at Yale and W 
Lawrenceville school. Mr. B 
director of the Travelers Ba 
Company, Connecticut Riv K 
Company of Hartford, Fir Nat 
Bank of Boston. He was a I 
the executive committee of * Ass 
tion of Life Insurance Pres 

Man of Wide Readins 


Mr. Butler not only was 
ested in the multiple lines 
pany but with it all he w 
human as he felt a very 
those associated with him 
widely read man. His recr« 
his library. His reading 
extended field. He was w 
in history, philosophy, s« ¢, 

(CONTINUED ON PAGE 19) 
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The Pan-American Salesman Says:— 


“AM I HAPPY ?— 
YOU BET!” 


“Selling Life Insurance is no easy task. Everyone knows 
that! But I believe my Company does more to make the task 
lighter than any other company I know about. 


“First, we have our Sales Planning Department which 
develops prospects for me. I have thirty a week who have 
asked me to call. Then, there are the schools of instruction 
which are held in my territory twice each year. There is the 
Pan-American Builder’s Club which rewards me for attract- 
ing other men to the business. And the best line of policy 
contracts I have ever seen. And good commissions! And 
lightning service from the Home Office! And that’s not the 
half of it! 


“Am happy? You bet!” 


ADDRESS: 
PAN-AMERICAN LIFE INSURANCE COMPANY 
NEW ORLEANS, U. S. A. 


CRAWFORD H. ELLIS E. G. SIMMONS 
President Vice President and General Manager 
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Biloxi 
ound! 





Here is the attractive interior which meets the eye as 
one enters the lobby of the beautiful Edgewater Gulf 
Hotel at Biloxi, showing a glimpse through the lobby 
into the delectable lounge. The hotel is of Moorish archi- 
tecture and was erected at a cost of over two million 
dollars. It has a large convention hall, a dining room 
which seats a thousand and which faces an entrancing 
terrace. The hotel is located in the center of a 654-acre 
tract bordering the Gulf Beach. 


The American Central Field Club will make the 
Edgewater Gulf Hotel its headquarters in January, 
when members of the Club enjoy their annual vacation— 
a vacation won by doing a worth-while job in a consci- 
entious manner. 


CEZDCRLG 


Just one of the many reasons why American Central 
representatives are happy and successful. 
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Over 200 Attend 
Lincoln Meeting 


Kavanagh, Peterson and Governor 
Weaver Outstanding Speak- 
ers on Program 


RECOGNITION SOUGHT 


Life Insurance Magnifies Individual— 
Integrity of Government Important 
Factor in Future of Business 


More than 200 insurance men at- 
tended the second annual observance of 
Nebraska Insurance Day at Lincoln last 
Friday, besides large delegations from 
various other lines of business. Three 
outstanding addresses were made, one 
by C. Petrus Peterson, general counsel 
for the Bankers Life of Nebraska, one 
by James E. Kavanagh, second vice- 
president of the Metropolitan Life, and 
the other by Governor Weaver. 

Morning and afternoon sessions were 
held with Maurice A. Hyde, chairman 
of the insurance division of the Lin- 
coln Chamber of Commerce, presiding. 
In opening the meeting Mr. Hyde said 
that the main purpose of the movement 
is to sell to the insurance men them- 
selves the magnitude and importance of 
the business and through them and the 
field representatives to impress these 
same facts upon the general public. 


Tells Value of Insurance 


Discussing “The Social Value of In- 
surance,” C. Petrus Peterson, general 
counsel for the Bankers Life of Ne- 
braska, declared that the greatest com- 
petitor of insurance was not one line 
with another or one company with an- 
other, but with the spending proclivities 
of the American people for temporary 
pleasures because insurance, in essence, 
is forethought for the morrow. The 
greatest competitor was lost when the 
American saloon was eliminated, and it 
is not a mere accident nor can it be 
ascribed to greater efficiency of organi- 
zation or selling methods that today 
there are a hundred billions of life in- 
surance in force or that the last 10 
years have witnessed the greatest pros- 
perity for all lines. 

Aleohol a Hazard 


The alcohol hazard to the lives and 
habits of policyholders and those in 
fudiciary capacities for whom insurance 
is sponsor still exists, however, in the 
person of the American bootlegger, who 
stands today as a challeng to the assets 
of the companies. The men engaged in 
insurance cannot afford to leave to the 
government full responsibility for the 
solution of the problem and he called 
upon them to back President Hoover in 
his determination to secure better en- 
forcement of all laws. For no matter, 
he said, what may be the individual's 
final conclusion as to what the law 
should be, his duty lies now in doing 
what he can to secure respect for the 
law as it is. The self-interest of every 
man engaged in the business requires 
their cooperation in this movement. 
There can be no greater force brought 
into action than the thousands of agents 
whose duty lies in supporting the gov- 
ernment while at the same time improv- 
ing the conditions of their own business. 


Fits Inte Modern Progress 


The task of insurance men, he said, is 
to fit the business in the new ways, re- 
membering that the insurance dollar is a 
different dollar from the ordinary dollar 
in that it is dedicated to happier child- 
hood, the safety of manhood, the lessen- 





ing of the tortures of widowhood and 
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ROY L. DAVIS eyond 

1es, he 

Roy L. Davis of the general agency & train n 
firm of W. W. Durham & Co. of Chi. new me¢ 
cago, who represent the Central Life ery te’ 
lowa, spoke before the Life Insurance lust 1 
Sales Research Bureau in his city this gunners. 
week suggesting a training course for sustaine 
new agents. Mr. Davis was formerly vised n 
educational director of the Continental said th 
Assurance of Chicago. —_ a 
mes i 

eg ee ~ me § 
to giving serenity and ease to old age ave, t 
Mr. Peterson said that the tremendous the pro; 
strides of insurance in the last decade is The 1 
evidence of the fact that the institutio ye sent 
lends itself well to the conditions « that wi 
modern progress. The _ individualist anvass 
concepts of the founders of the repub! cannot 
have been forced into a degree of sub- will en 
mission to the collective effort whic) about 
new industrial and economic forces hav said tha 
brought into being. It stands, however ture me 
as a bulwark against those socialist ver ac. 
and communistic demands for a reor- sales te 
ganization of the world on the collectiv the beg 
basis and putting the individual int should 
submergence. Life insurance is no informa 


communistic but rather is a successtt ee 
modification of individualistic philoso i 
to meet present day needs. It is collec- Nippe 
tive individualism. A. 

Secause of this, the leaders in lite i- 
surance are, of necessity, the exponent: 
of a philosophy which still magnifies th 

















individual, which still seeks to achiev Whil 
for him an independence of outlook showing 
social, economic and governmental. to 40 | 
nterest 
througt 
Three Men Win Prizes cy ee 
in Emblem-Slogan Race = = 
—— had an 
irance 
Frederick J. Sendalbach, con- if the 
nected with the Aetna Life at Bal- average 
timere, won a $50 prize in the percent 
Julian Myrick competition for 4 ment y 
new slogan and emblem to be used 792.951 
by the Nationak Association of go 
Life Underwriters, local units and aside 
the 20,000 members. The selec- not be 
tion was made by Frank L. Jones, enies 
Claris Adams and Paul F. Clark. + perc 
The slogan prize had to be di- 71 perc 
vided owing to the fact that the Nipon 
slogan finally chosen, “Life Insur- holders 
ance—A Declaration of Financial y ae 
Independence” — was a combina- Both | 
tion of two ideas submitted. G. ena 
C. Janney of the Pacific Mutual ~ 
at Riverside, Cal., submitted the 
slogan, “Life Insurance—The 
Modern Declaration of Independ- G. Y. 
ence,” and Franklin W. Ganse of Years } 
the John Hancock at Boston sub- partmer 
mitted “Life Insurance—The Fam- dro, } 
ily’s Declaration of Financial In- tendent 
dependence.” ollowir 
UNt of 
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Need for Proper ‘Course 


for Use of 


New Agents 





At the meeting of the Life Insurance Sales Research Bureau in Chicago this 


week, one session was given over to the consideration of the kind of training that 
should be given to brand new men in the business. H. G. Kenagy of the bureau, 
who presided, said that most of the material that is gotten out in sales courses or 


otherwise is too difficult and advanced for the new man. Roy L. Davis, who is in 
charge of the life insurance department of W. W. Durham & Co. of Chicago, 
in speaking on the subject said, that when a new man is approached to enter the 


life insurance field he is usually prejudiced against the business. 


In the first place 


the man has to be convinced that he can make money in selling life insurance and 


that the business is a big one. 
must be a continuous process running 
irom three to five years in order to get 
him established. 


Should Know Broad Foundations 


He said that at the beginning he 
should be able to comprehend the broad 
foundations of life insurance. <A_ be- 
ginner, he said, derives but little bene- 

fram attending a life insurance 
school because the material is too far 
yond him. A few companies or agen- 
ies, he said, have definite courses to 
tran new men, A large number of 
new men start to take the courses and 
very few end them. Someone, he said, 
must interpret the material to the be- 
gunners. Their enthusiasm must be 
sustained right along. Mr. Davis ad- 
vised new men to sell packages.” He 
said that in the effort to tell a new 
man about all kinds of policies he be- 
omes bewildered. Most new men need 
some sort of financing. They should 
have, too, the right environment and 
the proper tools. 

The new man at first, he said, should 
sent out with some particular policy 
that will meet a specific need. In his 
canvass he will run across needs that 
cannot be met with this policy and this 
will enable the supervisor to tell him 
about some other forms. Mr. Davis | 
said that usually the new agents are ma- | 
ture men. They are not inclined to pour 
wer academic treatises. He said that a 
sales technique should be developed for 
the beginner. In this sales course there 
should be stimulated a desire for more 
information. This will lead them to the 











Nippon Life of inoen 
Also Shows Increase 





While American life companies are 
stowing increases in business rating up 
to 40 percent or more this year, it is 
nteresting to note that life insurance 
th iroughout the world is on an increase. 
The annual report of the Nippon Life 
ot Osaka, Japan, shows an increase of 
4.6 percent in business accepted in 
1928, or 130,223,100 yen. The company 
had an increase of 11.7 percent in in- 
surance in force, the total at the end 
ot the year being 705,492,935 yen. The 
average rate of interest earned was 6.8 
percent and net income from _ invest- 
—y Was 11,888,545 yen, an increase of 
92,951 yen over 1927. 

A factor which President S. Hirose 
considers as favorable, but which would 
not be so considered by American com- 
panies, is the mortality, amounting to 
‘4 percent of expected by number and 
‘l percent in amount of insurance. The 
Nippon Life boasts of two royal stock- 
holders, Prince Kuni, who holds 200 
shares, and Prince Asaka, 300 shares. 
Both are members of the imperial 
household. 


McNeil Is Advanced 


G. Y. McNeill, who for the past three 
years has been head of the policy de- 
partment of the Pilot Life of Greens- 

to, N. C., has been named superin- 
tendent of the new business department 
following the creation of this combined 





‘tt of home office operations. 


Mr. Davis said that the training for a new man 








more advanced courses. He said that 
it is essential that the new agent should 
get a proper conception of the business 
as a whole. He should have very full 


information about the company he is | 


to represent. He should be told how 
life insurance fits the needs of people. 
Mr. Davis believes in standardized 
sales talks for the beginners. He said 
a definite presentation should be written 
out for each need. The course for the 
beginner should last from at least a 
week and up to 10 days. Field work 
should be started after three days’ pre- 
liminary study and should be continued 
during the course. Some experienced 
man should work with the beginner and 
at the close of each case a clinic should 
be held and lessons drawn from the sale. 
One of the officials in commenting on 
the subject said that it is very essential 
to teach a man to regulate his own 
time and he is his own boss. Until 
he gets this habit he should be com- 
pelled to give daily reports. 
Merchandise Minded 


Henry Camp Harris of the National 
Security Life of Wichita Falls, Tex., 
said that most new men entering life 
insurance are merchandise-minded be- 
cause they have been selling various 
forms of merchandise, machines, and 
soon. He, therefore, thinks that in case 
of new men the life insurance sales 
presentation should be based as far as 


| possible on experiences that they have 


had. In other words the course for the 
beginner should be visualized in a 
graphic way through ee features. 


a Adopts 
Employes’ Annuity Plan 


The Westinghouse Electric & Manu- 
facturing Company of Pittsburgh has 
substituted an annuity plan for the pen- 
sion system now in use for its 50,000 
employes. The new plan, which will be 
underwritten by the Equitable Life of 
New York, is to be written after the 
manner of group insurance coverages 
and will amount to approximately $54,- 
000,000 at the start and $14,500,000 an- 
nually thereafter. An earned reward 
will be given employes who retire at the 
age of 65. They will also be given an 
opportunity to buy an additional retire- 
ment income and will be encouraged to 
do so by the offer of a bonus. At the 
expiration of every year of service the 
employes will receive an annuity cer- 
tificate entitling them to a number of 
units of income after retirement. Every 
retirement income unit will yield $1 a 
month beginning at retirement and last- 
ing for life. The number of units the 
employe receives depends on his salary. 
It is estimated that the annual cost to 
the company will be 1.2 percent of the 
payroll. 


Kenneth C. Penwell has been ap- 
pointed home office representative of the 
group insurance department of the Pru- 
dential in St. Louis. He will be asso- 
ciated with Willis J. Letts, also home 
office representative. Their headquarters 
are 940 Boatmen’s Bank building, St. 
Louis. 


Have a personal copy of The National 
Underwriter sent to your home. 








CHICAGO 


An established partici- 
pating company with 
a good dividend record 
solicits confidential 
correspondence from a 
high grade life insur- 
ance salesman with a 
view to building a gen- 
eral agency in Chicago. 
Must be a good per- 
sonal producer and 
willing to stress person- 
al production from the 
start while giving sec- 
ondary attention to 
agency building. One 
well acquainted with 
the city preferred. 


Address N67, care The 
National Underwriter 











Recommendations as to 


Substandard Risk Rating 


Che committee of the American Life 
Convention on sub-standard business of 
which Dr. Henry W. Cook of the North- 
western National Life is chairman has ard 
submitted its report on ratings for med- 
ical impairments. The committee says: 

“The committee proceeds upon the as- 
sumption that each company has adopted 
rates which in its opinion are adequate 
for the terms of its disability clauses, in 
the usual risk classed as standard. There 
will then remain for special considera- 
tion a minority of applicants varying 
probably from 10 to 20 percent, accord- 
ing to company and agency standards of 
selection who apply for disability cover- 
age, but in which some feature of the 
risk—moral, physical, or history, in- 
volves an extra hazard of disability. | 
his disability hazard may be coincident 


Here 
rating, but disability distinctly substand- 
The same principle in varying de- 
gress is applicable to many impairments; 
especially might be mentioned 
weight, family history of tuberculosis or 
insanity, etc. It therefore appears 
perative to your committee that the life 
rating and disability rating should be in 
the individual case separately considered 
and a separate rating sheet used for 
the synthesis of an equitable disability 
rating. 


ard, 


between a rating that is adequate for 
life and for disability. This 
is well illustrated by a risk that is stand- | 
except for blindness in 


the life would be at a 


Numerical Method 


“As the numerical method of rating 
has been most widely adopted for life 


with an extra life hazard, or the life | underwriting both in Canada 


hazard may be rated as standard and 


tinctly substandard. 





systen 


United States, we have felt it more sim- 
vet the disability hazard may be dis-| ple and more practical to use a similar 
for rating disability, and have 

“Even where the life risk is substand- | tentatively adopted the suggestion of the 
ard there may be a marked difference | disability committes of the medical sec- 
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tion of the American Life Convention 
for four substandard ratings for disabil- 
ity—125, 150, 175 and 200 percent. We 
recommend that for the present at least 
disability be denied where the rating 
would appear to exceed 200 percent. A 
plus 20 rating is given as a borderline 
discretionary rating to indicate caution 
but permissive standard rating. 
Height and Weight Chart 


“While ultimately sufficient data may 
be available on the basis of which to 
grant credits for disability, we shall at 
present conline our suggestions to debit 
percentages. As in life underwriting, 
the basic rating is usually developed 
from an average height and weight chart, 
we have attempted to develop a height 
and weight chart for disability with 
debit ratings for variations of under- 
weight. For overweight we recommend 
that the debit rating for disability cor- 
respond to the rating for life. 

Effect of Age 

“In connection with ratings for dis- 
ability, we suggest that companies con- 
sider the advisability of issuing clauses 
limiting to age 50 and 55 for use in 
certain standard classes and all sub- 
standard classes rather than the usual 
clause at age 60, as is now common. 
There are certain classes, for example, 
school teachers, female risks in general, 
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October was “Service Month” for Franklin Policy- 


Direct mail contact with all policyholders brought 
over 12% replies to the Home Office within ten days after 


The best way to appreciate these replies—all of them 
from policyholders—is to imagine them classified and 
apportioned among the men in the field. 

Thus, for EACH active Franklin Fieldman there 


14.09 replies containing useful information. 

.63 of a request for service regarding beneficiary. 
1.50 replies giving additional address information. 
1.62 requests for 


service 


8 of a request for change in present insurance. 
36.09 new names and addresses—chosen by policy- 


The above figures do not include independent per- 
sonal contacts made by fieldmen. 

With approximately $220,000,000.00 of insurance in 
force, and an agency organization covering nineteen 
states, the above returns over a period of only ten days 
are a good index of the SERVICE offered by The 
Franklin, not only to its policyholders, but to its fieldmen. 


THE FRANKLIN LIFE INSURANCE 


COMPANY 


Springfield, Illinois 


regarding new 


insurance 
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Improve Teaching 
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JAMES A. GIFFIN ag ¥ 
James <A. Giffin, superinte on 
agents of the Phoenix Mutual “ s 
ducted the symposium of the Life Is a 
surance Sales Research Bureau meet rd - 
in Chicago this week on improving t sabab 
capacity of managers for teaching t sence 
men. a © 
nted 
farmers, manual laboring classes, total 
also certain medical impairments, i Hom 
elevation of blood pressure in op. 
hazard of disability increases much1 cecal 
rapidly with age than in standard class “S| 
If in these cases the agency force ¢ ao 
be definitely instructed to sell th ™*™ 


rate and yet liberal underwriting \ 


clauses with the lower age limits, acc | 
be more possible. | 


Invites a2 Claim 


“To issue income disability toa! 


school teacher or farmer at agi 
merely inviting a claim. To carry the we 





classes to 60 is certainly extra hazat _—e 1 
ous. Further experience and conside o 
tion of female disability risks cont thre 
your committee in the opinion express — 
in previous reports that they should — 
rated at least plus 50 for single wor pri 
and R. N. A. for married women t Chie 
iit 
Rating Moral Hazard Holg 
“In the application of ratings for dix m A 
ability it is assumed that no impairmeitq® ©! the 
of moral hazard exists. It has } Hutti § 
suggested that it might be ssible the 
establish substandard ratings tor m ent, § 
hazard which would be applicab! asines 
both life and disability. We do nott B 
able to make even tentative suggest Mr 
on ratings for moral hazard in disabilt “pe 
Impairments of moral hazard are ot # A the 
greater significance in considering val 
ability than in underwriti as us 
alone. Intentional or assu disabilt 
is a very costly and frequ 1 = 
of impaired moral hazard disabit _ 
coverage. It is generally ated 5 
disability coverage is refused whe! adage 
impairment of moral hazard exists ss 
practically such a position is not te! ad 
as lesser degrees of impaired ral — 
ard are too common. eae 
Moral Standard Indefinite = t 
“Moral standards are ind ite, ve Ph e 
ing with race, religion, social, and © HG 
nomic status, education, etc., ang © nstra: 
within different phases in the Mel lemon 
of the same individual. It often red" memhe 
sound judgment and brea oo oiled 
in the individual case to deter Fy 
whether disability can be ¢ anted yw erly 
reasonable safety when the varyimg ™ wave + 
tures comprising the mora! hazard a Insura 
taken into consideration. \e '€., ‘” 
may be safely assumed that disabi Noon ; 
should be denied to classes 1" W ay Barber 
moral hazard is definitely impaire® sible J 








(CONTINUED ON NEXT PAGE) 
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1929 


reat Demand is Seen 
for Loans on Policies 


IS USED 


et Debacle Forces Policy- 


holders to Grasp at Any Money 


to Save Them 


IRK, Oct. 
delights of the great stock 
h which has appalled the 
week, msofar as life insur- 


31.—One of the 


mceraed, is a sharp upturn in 

















requests for policy loans. Some offices 
report an appreciable increase in this 
frection. beginning the latter part of 
last week, as last Thursday's losses be- 
came known, and increasing this week. 
The extent to which this will be car- 
ried will not be kaown for some time 
and no accurate measure of loans may 
be available till the annual statement 
time, but the widespread nature of the 
urrent speculation market and the dras- 
- need for more cash point to a very 
xtens use of the reserves in life pol- 
7 es by policvholders, large and small. 
te P is a problematical whether it will 
ae ul to a notable facrease in lapses, as 
os rfc a Mesuch loans are more in the nature of 
ab De, stop-gaps. Many who are 
a one iped out on the market will 
, ng ive to be strenuously resold, 
. ipsation, but again the invest- 
lue of the policy may be pre- 
as worthy of retention in the face 
f total losses in the field of speculation 
2 nity Home offices indicate that the increase 
s requests for policy loans during the 
pases ast week's market activity has been be- 
. “sas tween 15 and 20 percent above the nor- 
yp ] rate weh this is not an alarming 
sell thei **™" 
hing wot | a 
| Entertaining Canvass 
| Demonstrations Given 
ry thes lwo clever sales illustrations visual- 
2 “ing methods of closing “hard-boiled” 
sider rospects enlivened the last in a series 
s cons three schools of the Alexander E. 
“pres Patterson agency of the Penn Mutual in 
vuld Chicago last week. The first school was 
wo! at Springfield, Il. the second at Dixon, 
en. and third in the general offices 
it Chicago Friday. 
_ Holgar hnson, general agent of the 
or dis enn Mut at Pittsburgh, attended all 
airmen Ot the meetings and spoke. E. Paul 
vas b Huttinger issistant to the vice-president 
ssible n the sany’s educational depart- 
r mor ent, ga in instructive discussion of 
abl usINess rance in the Chicago meet- 
g. 
eges Mr. H nger held that the main 
sab wnction lite insurance is personal, 
é a there igents should have a sense 
1g alues considering the writing 
r isin rotection. He pointed to 
si emi Penn Mutual producer 
i Ay out 95 percent of his pro- 
disab act siness protection, explain- 
t & that innot tell a “sob story” 
é @ mus ne himself to facts and 
x1sts eures Huttinger emphasized the 
tt ‘ called “sob story” in the 
ra ne he average life salesmen, 
ensiges t permits them to give a 
te a ae among individuals who 
~ Mr. Pat. tion the most. __ 
>= Optics — spoke on “The Use of 
e H ae \dditionals,” after which 
and 4 CDOS sh gave an optional dem- 
hitets 1 stFatio R. E, Olmsted a delivery 
; vit member ai using Edward Burke, a 
of W walled ere, e agency, as the hard 
leter! iV i m Mr. Burke is a brother 
ted ws erly irke, supervisor, and for- 
ying * wave , was actor. Holgar Johnson 
zard 4 Incure tresses upon “Selling Life 


‘surance’ 





ng.” Mr. } 
in noon on “QC 
hic ,. 
iced Barber gave 
GE) le Progra 
3E 


d “Keeping Yourself Go- 
luttinger spoke in the after- 
rganized Selling.” William 
a talk on “Selling a Sen- 
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Dunham Comments on 
Similarity of Names 















SHOULD NOT COPY OLD ONES 






Connecticut Insurance Commissioner 











Cracks Companies That Trade on 
Reputations Already Made 










































l rance Commissioner Dunhan 
‘ mnecticut is taking a definite stand on 
ne compan 1 that state whos 
are the sam rr so tamiliar to 
s ilready ensed that con 
s like to result Colonel Dun 












rk promoters 


Was 





































JAMES A. FULTON Life, 


Chairman 


Great Seminar Planned 
by New York Association 


NEW YORK, Oct. 31 
been completed for what should 
of the greatest sessions ever held by the 
New York Association of Life Under- 
writers, “Seminar” to be held jointly 
by that organization and New York 
University next Tuesday, before which 
a long list of the key men of the busi- 
ness will speak. It will be an all-day 
session, even more pretentious than the 
annual sales congress, which is usually 
the high spot of the year’s activity ol 
the 


Plans have 


pe one 


é 
a 


association. 


Notable Speakers 


In the morning there will be addresses 
by a list which looks much like a pro- 
gram for the National association, 
James Elton Bragg, head of the New 
York life insurance school, presiding 
and introducing the following: John A 
Stevenson, former vice-president of the 
Equitable Life and now general agent 
in New York aad Philadelphia for the 
Penn Mutual, speaking on “Prospect- 
ing’; Horace H. Wilson, general agent 
in New York for the Equitable Life, on 
“Dipso”; Ralph G. Engelsman, general 
agent in New York for the Pena Mu- 
tual and of the foremost of insur- 
ance educators, on “Placing”; Griffin M. 
Lovelace, vice-president of the New 
York Life and one of the pioneers 
among insurance educators, oa “Needs”; 
and Leon Gilbert Simon, general agent 
in New York for the Equitable Life 
and chairman of the executive commit- 
tee of the New York 
“The Challenge of the Futur: 


one 


association, on 


Will Have Open Forum 


In the afternoon there will be aa open 
forum with these and others leading and 
any and all participating, considering 
sales problems from every angle. This 
day will be concluded by the monthly 
dinner the New York association, 
which agaia offers an unsual program. 
Arthur W. Loasby, chairman 
board of the Equitable Trust Company, 
which one the greatest insurance 
trust units in the country, will speak on 
“Characteristics of New York Estates.” 
Clay W. Hamlin, general agent at Buf- 
falo for the Mutual Benefit and one of 
the keenest life underwriters ia the coun- 
try, long in the millionaire class, will 
speak on “Ideas Should Supply the Only 
Sales Presure.” Seaborn T. Whatley, 
newly elected president of the National 


or 
or 


of 


is 


Association of Life Underwriters and 
Chicago general agent for the Aetna 
Life, will make his first speech siace 


ecutive 


the | 





WwW. W. JARGER, Bankers 


Secretary 





Any Carrier Withdrawing 
Must Pay Privilege Tax 


\ privilege tax on business in torce 
in Tennessee must be paid by any car- 
rier withdrawing trom the state, it 1s 
ruled by the attorney general A com 
pany notified Commissioner A, S. Cald 
well that it intended to withdraw and 
contended that it should not pay a 
license or privilege tax after the with 
drawal date, even though premiums 
were collected in Tennessee after that 
time on business written before Che 
attorney general's ruling is that such 
companies shall continue to pay the 
same tax on remaining business in force 
|}as other licensed carriers of the same 
class are required to pay by any cur 
rent law 


| standard 


Recommendations Made on 


Substandard Risk Rating 


(CONT'D FROM PRECEDING PAGE) 
applicants in illegal occupations, or when 
there or present reputation 
for dishonesty business dealings. 


recent 
in 


Is a 


Shew Extra Loss Ratio 


“There are other classes which are 
often regarded as standard and yet which 
undoubtedly will show an _ extra 
ratio.—applicants who are slow in meet- 
ing their usual financial obligations, have 
the past had minor financial 
irregularities, have sold questionable se- 
curities, have, in their youth, gambled 
or drunk to etc. We would re« 
ommend that to the better group of 
cases which are usually given 
insurance a disability 
50 . 


loss 


in some 


excess 


these 
life 


charge of plus be assessed 


Joins Credit Life 


James C. Steffan has been made ex- 
vice-president of the Credit Life 


of Springfield, O. Mr. Steffan was for- 


merly secretary of the Morris Plan 
Bank at Columbus, O. The Credit Life 
was inaugurated in 1926 and writes 


group life insurance on borrowers of the 


Morris Plan Banks, the insurance being 
made payable to the bank. The policies 
are written on the one year renewal 
term basis with one master policy. The 
company has no direct connection with 
the Morris Plain chain of banks, how- 
ever. 


election to the leadership of the national 
organization and will talk on “The Na- 
tional Association.” 








No Excuse for Copying 


el 
















































‘ Dunham would not accept this 
explana and declared that he would 
not license it under its proposed nam« 
Colonel Dunham declares that there is 
no excuse for an oncern to appropriat« 
the name of an old ¢ stablished conrpany 
ol reputatior He contends that it looks 
too much like a stock promotion plan 
In his opinion the newcomer is simply 
trying to trade on the name of the old 
one As Colonel Dunham says, “The 
English language must indeed be barren 
when the organizers of new companies 
cannot think of fitting names for their 
companies without appropriating some 
thing which belongs to another.” 





Predicts Passing 
$250,000,000,000 
Mark in 10 Years 





Che 


present life value of all citizens 
ot the United States, based on their 
earning power, is reckoned by econo 
mists at $2,400,000,000, Stephen J]. M« 
Mahon, member of the United States 
board of tax appeals, said in an address 
at the banquet climaxing a conference 
on life insurance trusts held under the 
auspices of the Equitable Trust Com 
pany of New York. 

“Only 4 percent of this tremendous 
sum representing the economic value of 
American lives is protected by life in- 
surance,” Mr. McMahon said. “How- 
ever, the amount of life insurance being 
written is increasing at a rate better 


than $12,000,000,000 per year, and at the 
current rate at least $250,000,000,000 oft 
should by 1939 
\ few years ago the per capita of insur- 
$500. ‘Today | 


insurance be recorded 


ance written was it 1s pet- 
ter than $1,500 and at the same rate it 
should surprise no one to find it between 
$2,000 and $2,500 per capita within 10 
years 

| tiwatior b the federal trace 
commission in the distribution of wealtl 
reveals some interesting figures. \ 
fair cross section was taken from a sur 
vey of 43,512 estates probated in_ the 
United States covering a total wealth of 
$672,000,000 exclusive of life insurance 
Out every 1,000 estates one was worth 
over $1,000,000, one was worth between 
$500,000 and $1,000,000, 19 were worth 


between $100,000 and $500,000, 210 were 
worth between $10,000 and $100,000, 330 
were worth between $2,500 and $10,000, 





and 449 were worth $2,500 or less 

“It appears from these figures that 
one-fifth of the population shows an 
average worth of between $10,000 and 





$100,000 and an additional one-third be- 
tween $2,500 and $10,000.” 











Fall is the time to read—have a per- 
sonal copy of The National Underwriter 
sent to your home. 
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Need to Make Managers 
Better Teachers of Agents 





agents and educational director of the 
Insurance Sales Research Bureau at Chi- 
cago this week on making managers bet- 
ter teachers. : 

“We are all searching for an answer 
to this problem of raising a better staff 
of sales managers,” Mr. Giffin said. “I 
think one of our first problems is: 
What are the qualifications we should 
set up for our sales managers? I know 
of no plans generally ‘used by any com- 
panies in selecting managers. We all 
choose them pretty much on hunches. 


Manager Should Be Salesman 


“I think, however, we are all pretty 
well agreed that a manager should be 
a good salesman. A difficulty we have 
is that the successful salesman and man- 
ager, because he is a good salesman, 
often becomes impatient at the men who 
pick things up more slowly. Most of 
the companies try to pick managers ac- 
cording to certain qualifications and then 
make them better teachers. I think the 
problem of making the manager a better 
teacher is one that must definitely be 
assumed by the home office. 

“T think increasingly we are recogniz- 
ing that a type of training is better than 
no training, and perhaps in the process 
quite ‘by accident we teach the man- 
ager to teach.” 






















Should Be Real Life Men 


He said it was essential that com- 
panies train managers to get their agents 
into the life insurance business com- 
pletely. He said there are many agents 
who go down to the office every morn- 
ing, run over their prospect cards, even 


Phoenix Mutual, spoke before the Life | 


’ 





schools 
those 
through the managers’ school of the Re- 
search 
now arranging to inaugurate home office 
managers’ schools. 





era, 
dering if the time is not coming when 
all companies must make thorough pro- 
visions to solve this problem of man- 
agerial development.” 


| Life said unusual emphasis is being laid 
by his company on the subject of busi- 
ness management. 
26 


managers’ course. 


Security Life of Texas said he believed 
much it 
produce the business and it is easy to 


James A. Giffin, assistant manager of make calls, but are not entirely in the 
life insurance business. 


Mr. Giffin outlined what the manager 
should be taught, among these factors 
being selection, selling the business to 
the new man, the question of financing 
the agent when ‘he is a mere cub and 
later when he has made a start on the 
way to success, supervision, how far he 
is going to go with training his agents, 
development of contacts, stimulation, in- 
cluding contests, and finally, what con- 
stitutes the manager's job. 

Many companies use the “round-table” 
method of training managers and if dis- 
cussing field problems, Mr. Giffin said. 

Many companies also have managers’ 

at home offices, and most of 
require their managers to go 


Bureau. Several companies are 


Heading Into Definite Era 


“We are heading into a very definite 
Mr. Giffin said, “but I am won- 


James A. McLain of the Guardian 


During the past year 


men have completed the Guardian 


Should Get Field Help 
Henry Camp Harris of the National 


wisdom comes from those who 
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“Sales Helps for Life Agents”’ 
No. 33L 


NEW CATALOGUE OF 
The “NATIONAL UNDERWRITER’ Services 
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Modern Life Insurance Man 































The Diamond Life Bulletins 
(Salesmanship and Statistical) 

The Industria! Diamond Life 
Bulletins 

The Essentials of Life Underwriting 

Diamond Life Bulletin Reprints 

Canvassing Convincers 

Personal Efficiency and Planning 


writer through its department THE 


Just o- 


No. 33L, will be sent without any obligation. 


420 East Fourth St., Cincinnati 
40 Broad Street, Boston 
848 Book Bldg., Detroit 


PARTIAL LIST OF CONTENTS 
The Estate-O-Graph 


a line to any National Underwriter Office and a copy of the new catalogue, 


THE NATIONAL UNDERWRITER CO. 
175 W. Jackson Blvd., Chicago 
80 Maiden Lane, New York City 
313 Iowa Natl. Bk., Des Moines 
105 Montgomery St., San Francisco 


515 Marvin Bldg., Dallas 


The Little Gem Life Chart 
The Unique Manual-Digest 
The Fraternal Digest 

The Life Insurance Calendar 
Accident and Health Services 


Life Insurance Books 


_ Approximately one-third of this new catalogue is devoted to life insurance books. 
Nearly one hundred selected and recommended books are described. The National Under- 
: ; INSURANCE BOOK HOUSE maintains a book 
exchange from which any insurance book or books on related subjects may be obtained. 


The “C.L.U.” Books 


_All of the books recommended for study for the (“C.L.U.”) Chartered Life Under- 
writer Degree are listed and most of them described in detail. 
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Heads Medicos 














DR. 


WILLIAM MUHLBERG 


Central, 
tion of Medical Directors of America 


Union New President 





Associa- 








let the general agents contribute in for- 


mulating the educational courses. 
this way, he said, they feel that it 


their own course and they are thus e 
i the 


thusiastic in it with 
agents. 


“I wonder,” 


putting over 


H. G. Kenagy, said, 


In 
is 


n- 


“af 


you know how hungry your managers 
are for some specific help in their agency 


training? 
it that assures some success. 


There is a way to go about 
I suggest 


you cooperate with us on this problem.” 


Field School Discussed 


Pearce H. Young, assistant secretary 
and director of field schools of the Mis- 
souri State, discussed “The Field School 


as a Method of Training Agents.” 
found a real need for training in 


He 


the 


field, as distinguished from home office 


schools. 


He expressed the opinion that 


it is possible to train all agents thor- 


oughly in the field. 
Vincent B. Coffin, educational 
tor of the Penn Mutual, told 


company’s educational system. 


of 


direc- 
his 
He said 


everyone, including general agents, must 


fill out a qualification blank. 


One ob- 


ject of this is to weed out old agents 
who are out of step with the company’s 
modern method, as they would not de- 


rive benefit from the course. 


Has Notable 20-Year Record 


J. C. Bristow, general agent at Ric 


h- 


mondfi Va., for the Home Life of New 
York, has just celebrated his 20th an- 


niversary of his connection with 


company. 
southern life underwriters and in t 


the 
One of the leaders among 
i he 


ranks of his own company, Mr. Bristow 


has made excellent record in 
20 years. 
has’ shown a consistent growth and 


now among the company leaders. 


an 


these 
Since beginning in 1909, he 


is 


He 


was recently president of the Home Life 
General Agency Association and his ac- 
tivities have not all been in personal in- 
terest, as he is a past president of the 


Richmond Association of Life 


Under- 


writers, always having taken an active 
interest in the work of that organiza- 


tion. 





Company Notes 











The Guaranteed Securities Life of To- 
peka, Kan., has been licensed in Colorado. 
The Liberty National Life of Birming- 
ham, Ala., has been licensed in Pennsyl- 


vania. 


The Detroit Life and the United In- 
surance Company of Chicago have been 


licensed in Ohio. 


The American Savings Life of Kansas 


City, Mo., 














Neb., have been licensed in Kentucky. 


and the Service of Lincoln, 





=— 





























Medical Directors Elect Hom: 
Dr. Muhlberg Presidenp 
NOVEL INSTRUMENT sHows “4 
Flarimeter Developed in Prudent First 
Home Office Excites Interest at on 
Newark Annual Meeting 
Dr. William Muhlberg, medical dire Bg 
tor of the Union Central Life, is pres. — vrai 
dent for the 1929-1930 term of ¢ ioe 
Association of Life Insurance Medj geo 
Directors of America. 2 ae 
Dr. Muhlberg succeeds Dr. J. Allg eric] 
Patton of the Prudential, who wa - , 
president for 1928-29. He is only : = 
years old, but he has been with t ey 
Union Central nearly a quarter of ; i se 
century, in addition to several years } — 
teaching, including a post at Harvaif% -; 
and the University of Cincinnati. a al 
First vice-president, Dr. Robert | = Wen 
Rowley, Phoenix Mutual, Hartford: sec. tye 
ond vice-president, Dr. Charles L. Chris. tures I 
tiernin, Metropolitan; secretary, Dr o> tb 
Chester T. Brown, Prudential; treasurer wall be 
Dr. Albert O. Jimenis, Metropolita sero 
editor of the proceedings, Dr. Robert A iscelf ¥ 
Fraser, New York Life. of wot 
The members of the executive coun pelt 
are: Dr. George A. Van Wagenen, Mv- es 
tual Benefit; Dr. Edwin W. Dwight, i) a 
New England Mutual; Dr. Morto . it. 
Snow, Massachusetts Mutual; Dr. Ros: — 
Huston, Bankers Life, Des Moines, a 
Dr. Eugene F. Russell, Mutual Life o In 
New York. course 
The first session of the convention this 1 
Newark, N. J., last week had as it Selling 
feature the display of a new device for tives | 
examining the circulatory system, calle ern N 
the “Flarimeter.” It is the product object 
long research by a group of the Pr- be USE 
dential’s medical department, including “It 
Drs. Lewis F. MacKenzie, Edwin | we do 
Dewis and Lauritz S. Ylvisaker, a man t 
Philip V. Wells, D.Sc. Dr. Dewis ex instru 
plained the purpose of the machine ina way t 
brief synopsis, which was followed | by do 
a practical demonstration under the ¢- is enti 
rection of Dr. Wells. forma’ 
Other officers who will serve with Dr tional 
Muhlberg are: ng, P 
a eee lated 
. . 
Cummings Made Pacific ; 
° “it 
Mutual Zone Supervisor § ........ 
and a 
by da 
Arthur C. Parsons, vice-president and carrie: 
superintendent of agents of the Pacif It is 
Mutual Life, this week announced th tied c 
appointment of Frank Cummings as st cies a 
pervisor in charge of the central west course 
and eastern agencies of the compan) agent 
with headquarters in Chicago. Mr take 
Cummings is now general agent for th course 
Pacific Mutual in Minneapolis and prior way. 
to assuming that connection was wit! “Ww 
the Equitable Life in Detroit. Willian our ; 
H. Osier returns to Minneapolis as ge" would 
eral agent. : lave 
This appointment is in pursuance 0! be mz 
the plan announced by Mr. Parsons @ sense 
the meeting of Pacific Mutual genera subjec 
agents in Washington, under which tae who 
country will be divided into zones 1 succe: 
agency supervision, starting with two day y 
and later increasing the number. rh It dos 
supervisor for the western division 5% a mai 
rot been announced as yet. teach 
ing t 
with | 
United of Chicago thing: 
The United Insurance Company “ “Fi 
Chicago, which writes health, accidet nada 
and life insurance, has called a meetits — 
of stockholders for Nov. 9 to vote ae 
increasing the capital to $300,000. The a a 
reason for the increase is a new law a 
that has become effective in Michigat a 
requiring a company to have capital o — . 
at least $300,000 before it can wrt life 3 
life, health and accident in the state =o 
The United has a large business ™ . 
Michigan, being taken over from the a 





old United States Mutual, which natu sent 


ally it desires to protect. 
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ct Home Life of New York i 
residey to Have Training School | Three Worms Prey on Life Agent 
ni 
SHOW, WILL START NEXT WEEK By VINCENT B. COFFIN 
, Educational Director, Penn Mutual Life 
Prudens First Part of Expansion Program of There are several worms that attack | ciency. The best antidote for this worm 
— Company Is to Get Under Way the constitution of life insurance under- | is to recognize it. Once recognized it 
prest at a writers and greatly lessen their effi- | shrivels up and dies of its own accord. 
ing Auspiciously ciency. These worms gnaw into the The second worm that afflicts life 
mind of the life underwriter and - underwriters is a long drab worm called 
‘rw oY , 2 r ...| Vent him from doing his best work. | “Dullness.” Dullness in selling, dull- 
ical dire. BSW FOSH, Oot. 3t-—-hanemnes When recognized they may be easily | ness in conversation with your pros- 


ment of the first step in its expansion 


*» 1S pres orogram was made this week by the 
= 2 Home Life of New York, in the form of 
¢ Medi the opening of a home office training 
m school for its field forces, the first school 
‘ J All which opens next week to be for the 
geet’, men in New York and northern New 
s_only lersey. The school will be under the 
with t direction of Arthur H. Myer, formerly 
oa = educational director of the national Y. 
years M.C. A. The faculty will be made up 
_Harva of a group of outstanding life under- 
om : writers atnliated with the Home Life 
tobert LI, New York with department heads of 
tord; se she company aiding and a series of lec- 
L. Chr tures by Dr. S. S. Huebner supplement- 
ary, Dr ing the entire program. Dr. Hiuebner 
treasurer, \i) be a guest lecturer and will give six 
ropolitan lectures of two hours each. The course 
Sobert A itcelf will cover 12 weeks, with six hours 
B® of work each week. It will cover the 
€ counc! H eccentials of life insurance and life in- 
nen, Mu cance selling and will be correlated 
ste with active field work by the men tak- 
Dr. Ro: = Objectives Are Stated 
INES, a . 
| Life In announcing the purpose ofl the 
course, the company said: “In offering 
ention j this Training Course in Life Insurance 
d as is | Selling for the Home Life representa- 
evice fo tives in greater New York and north- 
m, calle ern New Jersey, we wish to state our 
‘oduct objectives and the methods which will 
the Pru- be used in realizing them. 
including “It should be clearly wnderstood that 
dwin ( we do not think it is possible to teach a 
ker, and man to sell life insurance by classroom 
ewis ex instruction. There is but one practical 
rine ina way to learn to do the job and that is 
rnwed by by doing the job. On the other hand it 
r the di- is entirety feasible to impart certain in- 
formation and offer worthwhile voca- 
with Dr tional guidance through a course in sell- 
ing, provided always the course is re- 
lated to actual practice. 
c linked With Practice 
rvisor “It is our object, therefore, that this 
course shall not be something separate 
and apart but that it shall tie up day 
by day with the work which is being 
lent and carried on by the salesmen in the field. 


la nih . . 
Pacin It is part of a coordinated effort car- 


ced the tied on jointly by the individual agen- 
5 as & cies and the instructors conducting the 
al west course. It is the part of each general 
mipan) agent or manager to help the salesman 
= take the ideas he receives from the 
tor the course and apply them in a practical 
id. prior way. 
is WE “With this idea in mind, it has been 
Willian our aim to develop a course which 
as gel would be practical and in doing that we 
F have reahzed that the faculty should 
ance @ be made up of men who were in every 
sons 3 seise practical life insurance men. Each 
_— subject, therefore, is handled by men 
ich = who have actually sold life insurance 
1es = successfully and who are dealing day by 
th The day with life insurance sales problems. 
i It does not always follow, however, that 
veiling 4 man who can do a thing himself can 
teach others how to do it. In endeavor- 
ing to couple this practical experience 
with teaching ability we have done two 
things: 
ny © “First: We have selected men from 
cident our OWn organization who have demon- 
yeeting strated their ability to impart what they 
ote of “now to other people. 

The Second: We have put the whole 
w law course under the direction of an out- 
chigat standing authority on vocational edu- 
ital 0 cation, who, in addition to being an ex- 
write Pert on education, is also a practical 
state Ne insurance man.” 
ss im a 
n the eof tll is the time to read—have a per- 
natur- Sonal copy of The National Underwriter 
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combated. 

The first these worms is a fat 
green worm called “Complacency.” 
This worm occasionally attacks heavy 
producers but is more apt to attack 
those of us whose production is just 
average. The symptoms in this case are 
a satisfaction with what you are doing 
at the present time. You are turning 
in a pretty good volume of business, 
your record is slightly ahead of last year 
and you feel that you have nothing to 
worry about. This attitude can do more 
than almost anything else to undermine 
your morale and cut down your effi- 


of 





This is part of a talk given by Mr. 
Coffin to the Detroit Life Underwriters 
Association last week. 





pects, talking too much to your pros- 
pects and talking about uninteresting 
things. We are too often inclined to 
present facts, dry hard facts, without 


| color or warmth; without human inter- 


| est. 


Don’t just tell your prospect he 
ought to have a certain policy. Tell him 
a little story picturing to him the con- 
dition of his wife and family if he takes 
the policy, and also picture the other 
side of the scene if he doesn’t take the 


| policy. This will be a new type of sales 
| talk to him and will be especially effec- 


tive. With this antidote of human inter- 
est in your sales work this drab worm 
of dullness can have no place in your 
system. . 

The third worm, 


a pink blushing 


—_ 
uN 


worm, is the most insidious of all. This 
worm “self-consciousness.” Some- 
times it gets us at the approach and 
sometimes bothers us again just as we 
are about to close the prospect. This 
comes about because you think of your- 
self instead of your prospect. Form the 
habit of thinking of the beneficiary in 
each instance rather than about your- 
self or your immediate prospect, and 
self-consciousness will depart as if by 
magic. 

Another very important way in which 
to overcome self-consciousness is to 
carefully plan your interview before you 
see your prospect. If you have all of 
your arguments at your finger tips you 
will have a confidence in yourself that 
will make self-consciousness impossible. 


is 


News of the Prudential 


Owing to the growth of Brooklyn, the 
Prudential found it necessary to open a 





new district there, putting it in charge 
of James W. Branigan, who was ap- 
pointed an agent at Hempstead, N. Y., 
in 1922, then was made assistant and 


transferred to Glen Cove in 1923. 

A new district also known as Chicago 
17 has been inaugurated, in charge 
Patrick Griffin, who was appointed 
agent in Chicago No. 8 in 1912. He then 
was made an assistant and transferred 
to Chicago No, 2. He spent three years 
past as assistant in Chicago No. 14, 


of 
an 











A SUCCESSFUL RECORD 


ROM its inception the In- 

dianapolis Life has been a 

Purely Mutual Company, op- 
erated for the use and benefit of 
its Policyholders. There are no 
Stockholders. It can not be 
bought, traded or sold. During 
the twenty-four years of its life, 
the Company has been progres- 
sive and prosperous. It has kept 
the faith with its Policyholders 
and agents. It has furnished 
insurance at a very low net cost. 
Its dividend record is unexcelled. 
It has the confidence and respect 
of its competitors and the general 
public. It is still guided by the 
Officers who started the Com- 
pany twenty-four years ago. It 
has a loyal and faithful agency 
organization, and it is perma- 
nently established in its own 
home office building. 


In the future as in the past, the 
Company will keep within the 
lines of safe life underwriting. It 
will endeavor to keep quality, 
service and safety above mere 
size. The Company is not an 
accident or health company. We 
have always discouraged our 
agents soliciting that class of 
business, on the theory that it is 
unnecessary, doubtful and ex- 
pensive experimenting for a Mu- 
tual Company. We are content 
with providing safe, sound Life 
Insurance at a Low Net Cost. 


1929 


TO OCT. 


1,281,909.93 

2,158,315. 62 
2,344,449.12 
3,037, 135.59 


3,760,337.71 


4,451,264.48 


5, 


756,690. 86 


7,011,554.27 
8,655,788.49 


10,231,921.21 


12, 


021,820.06 


13,665,053.54 
15,532,346.26 
20,456,374.44 
27,006,018.90 
31,275,345.88 
35,236,427.74 


40,882,131.98 
46,628,369.17 
594,432,038.01 


64,065,397.61 
75,257,687.64 


86,02 


7,488.39 


94,000,000.00 


General and Special Agency openings in the following states: 
Indiana, Illinois, Michigan, Ohio, Texas, Iowa, Minnesota, Florida and California. 


Indianapolis Life Insurance Company 


FRANK P. MANLY, President 


EDWARD B. RAUB, Vice-Pres. and Counsel 
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Unique Group Contract 
Is Planned in New York 
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Editor Speaks 











UNION AND CONTRACTORS JOIN 


NO NO/WNO/ O10 


v 
we 


Electrical Workers and Association to 
Have Agreement, Company Not 
Yet Having Been Selected 


New York Life 


Directors 


TAXUNANN ANNAN ANNONA ON ext 


NEW YORK, Oct. 31.—Plans for a 
new group life contract are now being 
rouaded out here which, though not 
among the largest written, will be unique 
in its manner of application and of par- 
ticular interest in opening up possibili- 
ties in other channels, The Electrical 
Contractors’ Association of New York 
and Local Union 3 of the International 

3rotherhood of Electrical Workers have 
jointly agreed to enter into the plan, 
probably to be put into effect next March 
and to furnish some 7,600 electrical 
workers of the city with a comprehensive 
plan of group life, disability and old age 
pensions, without cost to the worker. 
The company has not yet been selected, 
nor ‘have the details beea completed, but 
the general program has been adopted 
by both parties to the contract and it 
will be carried through in a few months. 


TOMO OOO) 


The success of any Company is primarily a matter of 
management—that is, of MEN. Following is a 
list of Directors, New York Life Insurance 
Company, the most recently elected 
being Calvin Coolidge: 

LAWRENCE F. ABBOTT 

JOHN E. ANDRUS 
NATHANIEL F. AYER 
CORNELIUS N. BLISS 


MORTIMER N. BUCKNER | 

THOMAS A. BUCKNER Vice-President 
NICHOLAS MURRAY BUTLER J Pres’t poo Uni- 
{ Former President of the United 


) perct 
] pan \ 
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Commission Dry Goods 


Chairman of Board, New 
York Trust Co. 





DOWNS NWO 


GLENN GRISWOLD 


Glenn Griswold, editor in chief of the 
Chicago “Journal of Commerce,” was 
speaker this week before the Associa- 
tion of Life Agency Officers on “Place 
of Research in Business Management.” 


Is Unusual Plan 

This will be unique in that it brings 
into joint agreement for group insur- 
ance all association members of the 
ranks of employers ia the trade and all 
union employes. The arrangements pro- 
vide for a possible shift of members of 
the group from one to another of the 
employers in the group and the union 
agrees, to prevent undue competition by 
other contractors, to limit its members 
to contractors who adopt the plan. The 
actual total coverage may ‘aot be large, 


CALVIN COOLIDGE States 


GEORGE B. CORTELYOU..Pres’t Consolidated Gas Co. 
WALTER W. HEAD Pres’t State Bank of Chicago 
CHARLES D. HILLES.. Insurance Manager 
ALBA B. JOHNSON Retired, Philadelphia, Pa. 


PERCY H. JOHNSTON Pres’t Chemical Bank & 
Trust Co, 





Interesting Program for 
Chicago Actuarial Club 
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The next meeting of the Chicag 
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WILLARD V. KING pan Advisory Board, Irving 


DARWIN P. KINGSLEY President 
RICHARD I. MANNING. Farmer, Columbia, So. Carolina 
JOHN G. MILBURN.. “séetneenencengeel 
GERRISH H. MILLIKEN......Deering, Milliken & Co. 
FRANK PRESBREY...Frank Presbrey Co., Advertising 
JOHN J. PULLEYN.Pres’t Emigrant Ind. Savings Bank 


FLEMING H. REVELL { Fleming a oy Co., Pub- 


Chairman of Executive 

Committee, Continental JIli- 

nois Bank & Trust Co. 
Chicago 

HIRAM R. STEELE. .Steele, DeFriese & Steele, Lawyers 

JESSE ISIDORE STRAUS. Pres’t R. H. Macy & Co., Inc. 


RIDLEY WATTS a Watts & Co. Dry Goods 


eeeee 


GEORGE M. REYNOLDS 


NEW YORK LIFE INSURANCE COMPANY 
MADISON SQUARE, NEW YORK, N. Y. 


DARWIN P. KINGSLEY. President 
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perhaps not over $10,000,000, but the 
plan is unusual and points to possible 
similar arrangements in other trades. 


The Colorado Life of Denver is shortly 
to open offices in Phoenix, Ariz., having 
been authorized recently by the corpora- 
tion commission to write life insurance 
in Arizona. 











Ohio State Has Large 
“School Teacher” Force 


School teachers find themselves 
particularly at home in the life 
insurance ‘business, as is attested 
by the fact that President John M. 
Sarver of the Ohio State Life, 
Vice-President U. S. _ Brandt, 
Auditor Arthur R. Harper, Robert 
Kavanaugh, assistant cashier; D. 
F. Shafer, T. S. Holcomb, man- 
ager, and Burt A. Adams, associ- 
ate manager, all have been school 
teachers in the past. In addition 
a check of the company’s staff 
discloses that 39 other men and 
women also have been _ school 
teachers, including eight general 
agents. 

“They 
Teacher 


‘School 
President 


call us the 
Company,’ ” 
Sarver comments in the com- 
pany’s bulletin. “All right, we 
accept the compliment and will 
always try to merit the title and 
honor. It has been our experi- 
ence that teachers both men and 
women succeed as underwriters. 
They are natural students and 
given to reading, thinking, master- 
ing, analyzing and applying that 
they have in hand. 

“Furthermore, theirs is a back- 
ground such as makes its appeal 
to intelligent and industrious 
classes who need only to have 
policies explained and fitted to 
their individual needs. Teaching, 
unfortunately, is an over crowded 
and underpaid profession, but a 
solid stepping stone to other and 
more profitable careers.’ 














Actuarial Club will be held Nov. 

The program committee has set t! 
following topics: 

(1) Handling of policy changes in- 
volving addition of disability or double 
indemnity benefits to old policies. Dis- 
cussion of this topic will be opened }y 
H. J. Hornberger. 

(2) Report of the meeting of t 
American Institute of Actuaries aid the 
Actuarial Society of America in To 
ronto. 

(a) Group annuities and group in- 
surance. Discussion will be opened b 
Ralph Booth. 

(b) Substitutions, disability and mis 
cellaneous topics. ll 


h 


Discussion will } 
opened by J. J. Budinger. 


New York Life’s Report 


Payments to living policyholders and 
beneficiaries by the New York Life i 
the first nine months this year amounted 
to more than $130,000,000, of which over 
$36,000,000 was -paid to living policy- 
holders and more than $44,000,000, in- 
cluding $1,734,000 double indemnity for 
accidental deaths, to beneficiaries. Divi- 
dend payments amounted to more than 
$49,000,000. Death loss payments 1- 
cluded $2,505,902 paid or credited to 
beneficiaries of 549 policyholders who 
died in the first year of insurance. The 
company declined 17,595 cases for more 
than $72,000,000 insurance on lives ol 
persons who were uninsurable. 


Metropolitan Officials Continue Tour 


President F, H. Ecker of the Metro- 
politan Life, accompanied by Vice-!’rest 
dents Leroy Lincoln, F. O. Ayers, 
Ernest H. Wilkes, and C. J. North, 
superintendent of agencies are in the 
middle west getting acquainted with 
the field forces. During the past week 
the home office party visited Hunting- 
ton, W. Va., Cincinnati, Louisville and 
Columbus. : 

The group is in Cleveland the end 0 
this week for a two-day conference wit 
northern Ohio business managers, agents 
and assistants. About 700 of the com 
pany’s field representatives in this tert 
tory are expected to attend. 
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‘een Interest in 
Market Break 


(CONTINUED FROM PAGE 3) 


ese shares are listed at market value 
» the last day of record. And there, 
e story of woe can easily be seen. 
“th life companies pouring their huge 
vestment totals into the stock market, 
ey would very quickly amass total 
ldings far in excess of even the large 
» and casualty companies, the life 
wsiness calling for greater reserve hold- 

Granted that the money went only 
to the best of securities, the deprecia- 
mn possible under such a market break 
ght be sufficient to wipe out even 
yee surplus accounts. Such breaks are 
t anticipated—this, in fact, being by 
1+ the most disastrous in history. And, 
hould they occur at statement time, the 
sulting paper situation would be un- 
rtunate. An average market decline of | 
) percent could very easily throw a 

pany into financial straits. 





Hazard Is Imminent 


Life companies’ holdings of stocks 
uld not, of course, be heavily in the , 
jumn of speculative shares, but what | 
nstitutes a speculative share is some- | 
mat uncertain in the face of a market | 
wnic. In the case of a market break | 
1 as last week’s the companies, on 
al analysis, might not be seriously 
ut, for peak market prices were so | 
nich above last year’s closing quota- 
bons that the reduced prices might not 
present a serious decline from the an- 
ual statement. It does point decid- 
ly to the imminent hazard in placing 
ie company funds in the stock market | 
any form and the imminence is indi- 
ated by the fact that Superintendent 
nway of the New York department | 
even now making an investigation of | 
e standing of fire and casualty com- | 
anies in this regard. Those companies 
an invest in stocks and some have huge 
dings, so that their financial strength 
ight readily be impaired if their shares 
uld suffer any appreciable loss in 
arket value. Life companies in this 
mtry are not affected, as they have 
ot been permitted to enter this field 
syet, but their interest in the question, 
i¢ result of a ten years’ lure of seem- 
gly endless profits and appreciation, 
y wane in the future. 





Interest In Sun’s Experience ! 


There is much interest in the effect | 
this market break on the future in- 
stment policy of the Sun Life of 
amada. That company is one of the 
tavy stockholders of the country. Its 
Ital stock holdings are nearly a quarter 
a billion. Not all would be affected 
ya market break, but in the aggregate 
‘must feel this crash more than Amer- 
an companies. Some of the loss is 
iset by bond price appreciation and 
many of its shares would not be affected 
nany way. The A, T. & T. stocks, of 
vhich it is the heaviest individual share- 
der, have shown a drop of 35 percent 
tom the year’s high, but that does not 
present much of a drop from the clos- 
"§ prices of 1928, upon which the an- 
vai statement was based. Thus, the 
npany may not show much of a net 
“tine in value of stock holdings, 
ough the average will likely be down 
some. It will be interesting to note 
‘nether this will be followed by any 
policy by that company which 
~ been the outstanding exponent of 
“ entire movement. The announce- 
“ent of Presideat Macaulay to the press 
mat the company was buying on the 
real does not indicate any change as 
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FRANK L. JONES 


Frank L. Jones of New York City, 
vice-president in charge of the agency 
department of the Equitable Life of 
New York, spoke before the Association 
of Life Agency Officers in Chicago this 
week on “Supervision of Agencies by 
the Home Office.” 





Life Presidents, 
Conway Discuss 
Common Stocks 








(CONTINUED FROM PAGE 3) 

Considerable surprise is evidenced 
over the action of the New York depart- 
ment in calling a confereace of life com- 
pany heads to see if there were not some 
way in which companies could enter the 
stock market despite the law prohibiting 
this, and acquire some of the stocks at 
the greatly depreciated market prices. 
Superintendent Conway took occasion 
to express keen approval of stock pur- 
chases by life compa‘aies. 

It was reported that these eminent 
leaders of the business favored the move 
and were equally desirous of entering 
the stock market with their companies’ 
funds. Were it possible, the offering of 
the billions in assets of the life com-- 
panies to the stock market would un- 
doubtedly stem the tied of selling that 
was carrying the market to record 
depths, but it was surprising to hear of 
hte action towards stock purchases by 
those directiag the life business, both 
in officialdom and in executive ranks. 
Though no results came from Tues- 
day’s conference, Mr. Conway stated 
that another might called later in the 
week, 


Bankers Life Completes School 


The Bankers Life of Nebraska recently 
completed another term of its home 
school for agents, graduating 16 stu- 
dents, after an intensive three weeks’ 
training. The certificates were presented 
the new men by A. B. Olson, in charge, 
at a dinner, at which home office officials 
spoke. The Bankers Life is thoroughly 
sold on the school idea, as more than 40 
of its graduates are regular producers, 
writing more than 30 percent of its 
total volume of business. 
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} Personal subscription 
today to The National 
Underwriter, A1946 
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Please send me The National Underwriter for one year and send 
bill for $3.00. 


























2,000,000 
New Prospects 


Every Year 
©) 


_ = million babies 
born every year—two million new 
prospects for NXNL fieldmen, 
whose kits are stocked with a 
complete array of policies for 
children, providing coverage from 
birth. 

N¥NL offers six juvenile policies 
—participating and non-partici- 
pating. These policies will assure 
many « college education, will 
start many a child on the path to 
financial independence, and will 
relieve many a family from hard- 
ship when funeral expenses, often 
accompanied by heavy costs of 
long illness, must be met. And 
every Child’s policy sold opens 
the door to more business for the 
agent. 

A new Baby Health Service 
available to NYNL fieldmen, in 
which a recognized authority on 
child health tells mothers how to 
care for their babies through the 
first 18 months, allows NYNL 
agents to sell these contracts 
under especially favorable circum- 
stances. 


POLICIES FOR CHILDREN: 
Child’s Educational Endowment 
Maturing at Age 18—Child’s 20 Year 
Endowment—Child’s 20 Payment 
Endowment at Age 85—Participat- 
ing and non-participating forms of 


each. 
@) 


NORTHWESTERN NATIONAL 


LIFE INSURANCE COMPANY 


©. J. ARNOLD. pacswext 


STRONG~ Minneapolis Minn. ~ LIBERAL 


MORE THAN $300,000,000 INSURANCE IN FORCE 
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Opportunity 
Beckons! 


Men of ability and character, 
who are willing to give all 
they have to the organization 
and development of territory 
in the service of the 


SPRINGFIELD 
LIFE 


who are ambitious to enlarge their personal in- 
come tremendously, are invited to get into touch 
with the home office, at Springfield, IIlI., at once. 


All Standard Policies written, with or without 
Permanent Disability, Premium Waiver and 
Double Indemnity. 


$1.00 A MONTH 


Buys regular Old Line Ordinary Life Insurance 
for children, age six months up, and the same 
life insurance proposition is available to adults 
—age one day to 60 years. 


Big Money for the 
Go-Getter 


Send your inquiry directly and now, to 
A. L. HEREForD, President 


SPRINGFIELD LIFE 
INSURANCE COMPANY 


SPRINGFIELD, 
ILLINOIS 























Talks by Hull 


and Dr. Huebner 


(CONTINUED FROM PAGE 5) 


past when the average general agent felt 
that he was doing his complete duty by 
a new salesman when he spent as much 
as thirty minutes giving that individual 
if you please, 
vasurance, 
handed him a rate book, a few applica- 
tion blanks, told him to go out, patted 
him on the back and wished him good 
several leading agency officers, in 
the discussion of the paper which fol- 
these conditions 
far ita the 


a ‘complete understanding,’ 
of the institution of life 


luck; 


lowed, admitted that 
not only were not so very 
past, but that in some companies they 
still persist. 

Looking for Better Equipment 


“He is looking to his company, as one 
underwriter expressed it, ‘not for addi- 
tional commission, 
ment in the way of training aiad sales 
helps, to increase his capacity.’ 

“Of course, on the other hand, he is 
grateful for the marked advances which 
have been made along educational lines 
by almost all of the companies. He even 
feels sometimes that he is being surfeited 
with educational material. A‘tad again 
he is looking to the National associa- 
tion and to the companies to correlate 
and standardize and simplify the equip- 
ment which is being offered. 

“The life underwriter is turning also 
to the new day in life waderwriting 
which is presaged in the ideals and the 
program of the American College of 
Life Underwriters. I think you men 
here in this gathering would be sur- 
prised if you knew how widespead is 
the interest which your field forces are 
evidencing in this new movement, a 
movement for which, incidentally, my 
own association claims and deserves 
great credit. 


Companies Not “Sold” 


“The thinking life underwriter be- 
lieves that this is the greatest single 
force which is going to operate ia the 
creation and conservation of the second 
hundred billion. And he is wondering 
just a little why the companies are not 
getting behind this moveme'at more en- 
thusiasticaltly than they are. May I, 
in that connection, express a personal 
opinion? It is my belief that the very 
good reason why the companies are not 
more solidly behind the American Col- 
lege of Life Uv'aderwriters is because 
they have not been ‘sold’ on it, so to 
speak. And I want to say that I am 
perfectly delighted with Dr. Huebner, 
whom, incidentally, I admire ‘and love 
tremendously, is here today to present 
to you, as no other living being can 
do it, the aims aad ideals of that insti- 
tution. 

Waste of Personnel 


“And ia connection with this question 
of more complete training of our agency 
forces, the life underwriter who is really 
in earnest about this thing is wondering 
why so many mean are allowed to come 
into this business and go out agaia each 
year. He asks: ‘Is it really good mate- 
rial that is being wasted through being 
wrecked on the shoals of disappointment 
and through allowing the sights to re- 
main too low? Or may it be true that 
in the rush for volume the general 
agents and evea the home offices may 
be taking men into the business who 
are not and never will be fitted to per- 
form real life insurance service on the 
new basis?’ The underwriter does not 
believe that this is his persoaal problem. 
except as he encounters the results of 
sloppy, unsound underwriting in his 
daily rounds. And he simply calls the 
attention of the institution to this fac- 
tor, especially in the matter of the coa- 
servation of the first and second hun- 
dred billions. He believes very strongly 
that the future of life underwriting de- 
pends very largely upon the sort of edu- 
cational influence which emaaates from 
the home office. 

“The life underwriter is even ques- 











tioning whether company officials and 


but for more equip- 


ing and appointing men who 
described in association 
conventions and through 
bulletins. They take seriously the cha 


‘There are { 
board in the 


convention speakers: 
many stowaways on 
insurance business.’ 
companies themselves as 
general agents, in their concern to cr 
ate sales, are sufficieatly counting ¢ 
coast of getting them. 

“Finally, in this connection, he 


der-insured and that only 
greater amount of general publicity a 
education can the public itself 


ture and to realize that life insurance 


country to protect its economic grow! 
and to preserve its people from becor 
ing dependent upon the State. 


ing of the life underwriter turns is or 
which I have been warned by 
my good advisers in this organizatio; 
‘is full of dyaamite.’ But remember 
please, 
the life underwriter is 


I would be unfair both to my constitu 
ency and to you, I feel, 
any reference to this subject. 


a whole lot of thinking upon it, some « 


deed, 
ing a few weeks ago at Washingtor 
discussion under the 
Teadencies in Life 
only subject to which 


topic, 
speakers fron 


of ‘twisting.’ I shall not attempt t 
tive manner. I have a feeling—and thi 
is my own personal view—that a cor- 
structive policy and program upon this 
whole matter should be one of the ol 
jects of every close joint eadeavor br- 
tween your association and our own 








Vocation of Ideas 


Dr. Huebner’s talk on the America 
College of Life Underwriters was in par: 
as follows: 

“Life underwriting, like accounting, 


to the needs of clients. 


honesty and _ routin 


means 


than mere 
Service 


more 
labor. 


edge. Life underwriting in the future 
while iasisting upon honesty, 
phasize more and more the knowledge 
The public view of insurance service } 


the employer of field forces must changt 
correspondingly. Counselorship of rea 
merit is bound to take the place of the 
mere selling of something. Commis 
sions paid by the client must be justified 
through hoaest service based on know! 
edge. As I have stated elsewhere: The 
real business asset in the calling of lit 
underwriting is not property but the 
life value asset of the personnel engage 
therein. To an increasing degree ther 
will be a departure from the practice © 
taking on salesmen just because the) 
may contribute aa additional mite * 
the sum total of volume. 


Success of C. P. A. Plan 


“Some thirty years ago the calling © 
accounting visioned a future —— 
ment for its practicioners similar to ™™ 
vision that I have hoped for twent! 
years the calling of life underwriting 
might adopt as its own. It visioned @ 
program of education which would w" 
the support of educational ias titutions 
throughout the country, which would 
give to it a properly trained pet rsonne! 
which would set an educational and set 








leaders in the field are seriously sincep 
in their preaching that the life unde. 
writer of the future must be educate; 
They see so many general agents selec. 
do ne 


ce 
rhough 
Dest li . 
pud KK 
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measure up to the standards which ap , 
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meetings an; 
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acterization of oae of our Washingto- 
uates t 


They wonder if th 
well as th 


thinking that the American public is y». 
through ; 
brought to see this very convincing pir. 


is going to operate in the next few year: 
as the greatest single influence in th 


“The next subject to which the think. 


some 


that you asked me to tell wi ha! 
thinking abow 
and surely your committee didn’t wan: 
an expurgated edition of this thinking 


if I were to omit 
For cer- 
tain it is that my coastituents are doing 


it in a pretty controversial spirit. In- 
at our executive committee meet- 


when we opened the session to general 
“Gener Tal 
Underwriting,” th 


the floor addressed themselves was tha 


cover the subject in any very constru- 


a vocation of ideas and of expert know! 
edge ia the application of those idea 
It involves 2 
service of a high order, and service 
honesty plus 
knowledge—not honesty without know- 


will em- 


rapidly changing, and the viewpoint o! 











ideal 


yired, a 
| 
,y tO a 


ailing | 


Every b 


ng is ne 
» 
, 
ess sch 
was a 
peparing 
the ser’ 
Nearly * 
. 1 





Underw: 
the Am 
yriters | 
~ a hig 
underwr 
insuranc 


jusiness 


ollege 

manage! 
tirely fr 
icies. I 
instituti 
represen 
public 

derwriti 


being 0 
ficials, 

should : 
because 
at heart 
and the 
institutic 
lege has 
carefully 
compre! 
that sta: 
as well 
derwrite 
jective 

substan 
as an 

viewpoi 
nize th 
their ca 
reach a 
less ha 
that w 
All will 
ment in 
traued ; 
a life 1 
to mak 
the onl 
is in n 
look for 
endeav< 
deavori: 
stitutio: 
educati 
calling 
service 
tion of 


Presi 


Cc 
(c 
taphy, 
shunne 
his lig! 
is oO 
brillian 
flected 
All t 
ing the 











the char. 


3 1S OF 
some oj 
nizatior 
nember 
Il what 
about 
t want 
1inking 
onstitu- 
to omit 
‘or cer- 
e doing 
ome of 
it. In 
> meet- 
ingtor 
renera 
reneral 
yr,” the 
; fron 
as that 
npt t 
nstruc- 
nd this 
a CcOr- 
m this 
he ob- 
or be- 
own 





ledge 
ice 3s 
int 0! 
hange 
F real 



















November 1, 1929 


LIFE INSURANCE EDITION 











ice ideal for all in the calling, even 
though the designation of ‘Certified 
Public Accountant’ might not be ac- 
quired, and which would raise the call- 
ng to a high plane of dignity in the 
estimation of the public. And how that 
ailing has succeeded in its objective! 
Every business school of higher learn- 
ing is NOW pouring out its trained grad- 
yates to enter that calling. Every busi- 
ess school gives instruction in account- 
as a required course for its students, 
geparing them to recognize the need of 
the service aS a matter of course. 
Nearly every practitioner is striving as 
hest he may towards the attainment of 
the C. P. A. objective. Everywhere the 
wsiness public has been thoroughly won 
ver to the belief, whenever a difficult 
task needs to be performed, that an ac- 
countant is necessary and thata C, P. A. 
seeded in the interest of efficient 





Presents Similar Need 


“Life underwriting presents a sim- 
ut need, and its leaders should pursue 
similar course. Many have shared the 
iought for years, but it was not until 
lanuarv, 1927, that the board of trus- 
tees of the National Association of Life 
Underwriters approved the creation of 
the American College of Life Under- 
writers with a view to the establishnrent 
fa higher educational staadard in life 
underwriting, involving not merely life 
insurance proper, but also closely allied 
wsiness subjects. But while created 
and sponsored by the National associa- 
tion, it is important to note that the 
college is entirely indepeadent in its 
management and operation and is en- 
tirely free to pursue its educational pol- 
icies. It has only the good of the whole 
institution of life insurance at heart, 
representing both the calling aad the 
public, and is striving to do for life un- 
derwriting what the caling of account- 
ing has accomplished through its pro- 
gram. 





Reasons for Support 


“All of the objects of the American 
College are vitally related to the well- 
being of life insurance. Company of- 
ficials, general agents aad managers 
should support so worthy a movement 
because they, of all persons, should have 
at heart the elevation of their field forces 
and the highest public esteem for the 


institution of life insurance. The col- 
lege has set a standard for attainment, 
carefully thought out and _ reasonably 


comprehensive. All may work towards 
that standard, thus beaefiting themselves 
as well as those they endeavor to un- 
derwrite. Those who reach the ob- 
jective will certainly have acquired a 
substantial fund of knowledge as well 
as an enlarged vision and improved 
viewpoint. They will certainly recog- 
nize the need for continued study ia 
their calling. Those who try and do not 
teach all of the objective will neverthe- 
less have gained a great deal beyond 
that which would otherwise be their. 
All will have made a substantial invest- 
ment in themselves, and study and con- 
tiaued study is the main investment that 
a life underwriter has the opportunity 
to make. The life values investment is 
the only real one in your calling, as it 
is in mine. We need an objective to 
look forward to and this the college has 
endeavored to formulate. It is also en- 
deavoring to marshal the educational ia- 
stitutions of the country to assist in the 
educational work that lies before your 
calling in the interest of a high ideal of 
service and preparedness and of a posi- 
tion of dignity as regards the public.” 


President L. F. Butler 
of Travelers Group Dead 


(CONTINUED FROM PAGE 8) 
taphy, fiction, biology. Because he 
shunned publicity Mr. Butler did not let 
ius light shine, so to speak, far beyond 
us Own organization directly. His 
brilliance, however, has always been re- 
ected through his cohorts. 

All the offices of the Travelers, includ- 
ing the 84 branch and 130 service offices 











Field Men Are 
Given Initiative 


(CONTINUED FROM PAGE 6) 


managers together at central points ev- 
ery three months. We have one group 
together in New York, and the other 
in Chicago here. These agency confer- 
ences partake of the nature of round 
table discussions. We make our ar- 
rangements conducive to this idea by 
having everyone sit informally around 
a table. There are no speeches, no one 
stands to talk and all discussions are 
most informal—everyone however 
talking to a prearranged program. 


“The great advantage is, that view- 
points and solutions to problems are 
offered by practical men, the circum- 


stances of whose agencies are familiar 
enough to each to enable them to set 
up a true contrast with their own par- 
ticular problem. These conferences deal 
constantly with the ever-present prob- 


lems of agency building, such as re- 
cruiting, training, stimulation, etc. 
If we might make our situation 


more clear by contrast, we might set 
it up against a system to be observed 
in some companies which seems to call 
for the setting up of a multiplicity of 
agencies, the direction of which rests 
in the hands of a number of men going 
out from the home office agency depart- 
ment. We on the other hand aim to set 
up a system whereby there shall exist 
throughout the field a minimum of large 
operations, 

“As a result, agency supervision be- 
comes more definitely the function of 
correlating these various activities so 
that the assembling of their various 
operations will constitute the company’s 
program as a whole.” 


throughout the country, were closed last 
Saturday. 

The honorary pall bearers included 
six company presidents, three of them 
from Hartford; men prominent in public 
life and officials of the Travelers in 
charge of the home office departments 
and in the field. 

From the Travelers were: Directors 
Charles C. Beach, John L. Way, Arthur 
L. Shipman, Francis T. Maxwell, L. Ed- 
mund Zacher, William BroSmith, Elijah 
C. Johnson, Charles L. Spencer, Jr., L. 
Marsden Hubbard, Daniel G. Wing, 
George G. Foster, Everett C. Willson, 
James L. Howard, William C. Skinner. 

Travelers’ Officers Named 

Officers—Vice Presidents Bertrand A. 
Page, Walter G. Cowles, Robert J. Sul- 
livan, H. H. Armstrong, Howard A. 
Giddings, Robert H. Williams, Benedict 
D. Flynn, secretary; C. D. Rarey, comp- 
troller; Dr. Thomas H. Denne, superin- 
tendent medicine and hygiene depart- 
ment; David N. Case, chief adjuster life, 
accident and group claim department; 
John McGinley, general manager, New 
York City; W. Witcher Keen, manager, 
Richmond, Va.; Frederick K. Gaston, 
borough agent, New York City, and 
George W. Johnston, general agent, New 
York City. 

Others outside his own organization 
were E, D. Duffield, president Pruden- 
tial; H. B. Arnold, president Midland 
Mutual Life, of Columbus, O.; Jesse S. 
Phillips, president Great American In- 
demnity; Howard P. Dunham, Connec- 
ticut insurance commissioner; Morgan 
B. Brainard, president Aetna Life; Rob- 
ert W. Huntington, president Connecti- 
cut General Life; Edward Milligan, 
president Phoenix Fire; Mayor Walter 
E. Batterson, Hartford; Clifton L. Sher- 
man, editor of “Hartford Times”; Dr. 
Joseph B. Hall, Dr. William Porter, 
Lucius F. Robinson and Rev. William 
T. Hooper of Hartford. 


Samuel B. Stinsen of Philadelphia, for 
36 years a trustee of the Penn Mutual, 
is dead. In his term of service were four 
Penn Mutual presidents. He had been 
a member of the committee on agencies, 
real estate and claims, and at the time 
of his death was a member of the com- 
mittee on agencies. 




















ANGELO 


“The children must be educated, and 


PATRI says:— 


father and mother have to 


provide for that purpose. The public schools help out until adolescence 
is reached, and then comes the specialized training, without which it is 
becoming harder and harder for beginners to enter the earning stage. 
That costs money, and money, in the homes where there are children, 


is usually scarce. What is to be done about it? 


“I would start the education fund when the first child is born. The 
relatives usually make the child presents on christening days and birth- 
days and high occasions, and gift money ought to be used in some way 
that is to last. 
keeps growing, and by and by it will go toward the college course and 
so last forever 


Why not in the education fund? In that way the money 


“But the basis of the fund must come from the family savings fund, 
and lately I have noticed various insurance companies advertising schemes 


for saving the education fund for the children. 


“That seems a fine thing. Money put in such fund is going to be 
That means the child's educa- 


That 


there for the child even if you should die. 


tion is nuatter seems to me a 


wonderful idea. 


secure, no what becomes of you 


“Every year that a child spends in school adds proportionately to his 
earning capacity and his earning and growing period lasts 
much longer. It is that longer and richer life you give the child when 


you establish his education fund.” 


— sage Ml 
LiFe INSURANCE COMPANY 


OF BOSTON. MASSACHUSETTS 


(Copyright by Angelo Patri and reprinted by permission) 




















Just What You Want 


We assume that you are a good pro- 
ducer and that you are qualified to build 


up a fine general agency. 


If that be true we have the opportunity 


for you. 


Also, we need a few field men in terri- 


tory outlined below: 


Indiana 
Kentucky 


Ohio 
Illinois 


Michigan 


Our offer would interest you. Ask for it. 


THE BANKERS RESERVE 
LIFE COMPANY 


Home Office: Omaha, Nebraska 
Business in Force $128,000,000.00 
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knew his business from the ground floor 
and kept in constant touch with his cr- 
ganization up down the line. Mr. 
BuTLER seldom came on the stage. Others 
family attend conventions 
They speak with author- 
hid behind the scenes, 


and 


his business 
and conferences. 
ity, yet the chief 
although he knew all the moves that were 
being made. 

Mr, Butter had an opportunity to grow 
with the starting as he did as 
office boy At that time the 
company was comparatively small, and it 
Mr. BuTtLer to get knowledge of 


TRAVELERS, 
10 years ago. 


enabled 


what was being done in various depart- 
ments. The TRAVELERS was the first com- 
pany to sell railway accident insurance in 


this country. Mr. Burt er started in that 
department. As he progressed he was 
transferred to the actuarial department 


and there he received the basic training 
in actuarial science that stood him in good 


stead all along the way. 


The TrAveELErs has always been a pio- 
neer company. Its founder and _ first 
president, James G, Batterson, pioneered 


in accident insurance and then felt his 


way into other lines. Mr. Burter did not 
hesitate to assume new responsibilities if 
he were sure that the TRAVELERS could 


successfully assume them. He appreciated 
the value of able, experienced and far- 
seeing executives. Throughout the length 
and breadth of the land the TRAVELERS 
organization is acknowledged as a superior 
one. At the Mr. Butler in- 
sisted on the best type of men taking re- 
sponsible positions. He found that by far 
the safest and straightest road to success. 

ITe possessed a genius that was invent- 


head office 


ive. He delighted to delve into the prob- 
lems of various lines of insurance. He 
was just as much at home in talking to 
the men in his organization who were 
studying workmen’s compensation prob- 
lems as he was in conferring on compli- 
cated life insurance issues. When the 


TRAVELERS FirE was organized he did not 
pretend to be a fire underwriter and yet 
it required but a short time for him to 
grasp the fundamentals of that end 
the business. He penetrated into the very 
of a question, had uncanny good 
relied very much on the men 


of 


heart 
judgment, 


insurance issues. A decision 
after very careful con- 
sideration. The men in the big parade 
that the captain could be relied 
met all the requiréments of 


position on 
was reached only 


realized 
on and he 
leadership. 

The TRAVELERS was not a one-man prop- 
sense that Mr. BuTLer en- 
dominant and not allow 
responsibility and 
chance to grow. He believed in 
strong, virile and outstanding 
men in the various departments of his 
organization. He sought glory for 
outside of the 
seeing the TRAVELERS become one of the 
outstanding enterprises of the insurance 
world. He never swept into the limelight. 
His life, ambition, his energy were 
largely confined to his business organiza- 
His TRAVELERS’ 


osition jin the 
deavored to be 
other men to assume 
have a 
educating 


no 


himself satisfaction of 


his 


tion. counselors were 
men. 
Mr. 


of wide knowledge of 


BUTLER, aside man 


various departments 


from being a 


believed in business building. 
tle had expansive program. In the 
years before Mr. BurLer was elected 
president the total income was $30,000,000, 
Last the TRAVELERS, TRAVELERS IN- 
DEMNITY, and TRAVELERS Fire brought to 
their head offices more than $207,000,000. 
It is stated that the premium income 
amounted to $180,000,000 and came from 
50 different of insurance in the 12 
major departments of the TRAVELERS or- 


of insurance, 
an 


year 


lines 


ganization. 

Mr. Butter had a program to which he 
udhered. He did not live from 
one to the next. He looked ahead, 
decided on what was best to do and then 
started to do it. His fingers were on the 
departments. It was impossible 
for branch the TRAVELERS’ 
business to get far from the line that had 
been mapped out without him knowing it. 

Some chief executives are underwriters, 
technicians, financial men, 
some general administrative officers, some 
have a comprehensive knowledge of one 
branch of insurance, some are attorneys. 
Mr. ButTLer seemed to be a composite of 
all these. He was undoubtedly one of the 
best all-around insurance executives that 
the United States has ever produced. 


merely 


day 


various 


any one of 


some some 














according to the Chicago “Daily News.” 


President Charles W. Gold of the 
American Life Convention has appointed 
Clarence L. Ayres of the American Life 
of Detroit, Herbert M. Woollen, Amer- 
ican Central Life, and H. B. Arnold, 
Midland Mutual Life, as a committee 
on the testimonial for Claris Adams, re- 


tiring secretary and general manager, 
who becomes executive vice-president 
of the American Life. 


S. T. Whatley, Chicago manager of 
the Aetna Life, and president of the Na- 
tional Association of Life Underwriters, 
is one of the directors of the new Ken- 
wood State Bank of Chicago, which has 
just been chartered. It will have $200,- 
000 capital stock and will be located at 
47th street and Woodlawn avenue. 


Miss Lura Temple, daughter of Man- 
ager Temple of the Ohio National Life 
in Texas, was married Wednesday to 
Ralph Selph Henry, a prominent at- 
torney at Nashville. President T. W. 
Appleby of the Ohio National Life and 
Mrs. Appleby attended the wedding 
from Cincinnati. Miss Temple has been 
head of the English department at 
Ward-Belmont College in Nashville. 

There are many different contests car- 
ried on in insurance. There are records 
for one day’s production, one week, one 
month. There are sprints for the num- 
ber of people insured. There is a race 
for volume. Recently there has been 
much excitement over the effort of 
agents to insure babies under juvenile 
policies. The El Paso “Herald & 
Times” ‘printed a story to the effect that 
Daniel B. Brungardt, Jr., 8'4-pound son 
of D. B. Brungardt, city police official, 
was insured at the age of one minute 
by Joe Prensky, agent of the Jefferson 
Standard Life. Dr. John A. Hardy ex- 
amined the baby when it was born at 
7:30 a. m., filled out the medical blank 
for $1,000 and started the youngster on 
the high road to secure that amount 
when he became 20 years of age. 

The executive committee of the Asso- 
ciation of Life Insurance Presidents 
adopted suitable resolutions with respect 
to the late Louis F. Butler, president of 
the Travelers, and appointed the follow- 
ing committee to attend the funeral: 
Robert Lynn Cox, vice-president of the 
Metropolitan Life; Frederick L. Allen, 
second vice-president Mutual Life of 
New York: John Barker, vice- -president 
Berkshire Life; M. B. Brainard, presi- 
dent Aetna Life; Arthur E. Childs, 








ord of Thomas H. Heneage, a busines: 


man who joined the Berls agency of the 
Equitable Life of New York in ( 
three years ago. Officials of the 
able predict that at its present rate } 


cag 


will reach the distinction of being 
millionaire producer by the end 

year. His name has appeared coi 
sistently on the honor roll since Febru 
ary and he qualified for the Toront 
educational conference and 70th anni- 
versary celebration in New York. Mr 
Heneage spent 12 years in the reta 


clothing business in Chicago. 


Walter T. Shepard, 


vice-president oi 


the Lincoln National Life, has returne: 
home from a trip to the Pacific Coast 
arg having visited Seattle, [ort- 
land, San Francisco and Los Angeles 


Control of the Guaranty Bank & 
Trust Company of St. Louis, has beer 
acquired from Caldwell & Co. of Nash 
ville, Tenn., by Robert C. Newman, ac 
producer of the Missouri Stat Lite 
and a group of associates who ar 
prominent in the boot and_ sh an 
leather business. 

M. E. Singleton, former pres 
the Missouri State Life, organized the 
bank in 1925. It was originally know 
as the Insurance Bank. The bank 1 
has $200,000 capital and $82,020.28 
surplus. 

Mr. Newman has been with 
souri State Life since 1915 and for many 
years has been the leading personal pro- 
ducer for that company. Prior to joi- 


ing the Missouri State Life he was wit 


| the Prudential and in 1914 led that co 





pany’s field forces as a produce: 
The engagement of Charles Peet and 
Miss Georgiana Slade, granddaughter 0! 


the late railroad builder, James Hi 
has been announced. Mr. Peet a SO 
of W. F. Peet, for many years St Pau 
manager of the Mutual Life New 
York, and is associated with his father 

The Sentinel Life held a dinner las 
week in Kansas City for directors 


their friends in “honor of L. L. 
new president of the company. 


H. A. Binder, San Francisco geneté! 


agent of the Massachusetts Mutual Lite, 
has issued more than 2,700 invitations 
to policyholders in that territory to at 
tend a luncheon to be held N lt 
meet Joseph C. Behan, second vite 
president and Samuel J. Johnson, sect 
tary of the, Massachusetts Mutua! he 
occasion is the celebration of Mr. Bi 


der’s 10th anniversary as general age™ 
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; tl Massachusetts Mutual. Mayor 
ames Rolph, Jr., will act as toastmaster. 


oleman Cox and Arthur M. Brown, Jr., | 


the general agency firm of Edw. 
rown &, Sons, president of the San 
rancisco Junior Chamber of Com- 


erce, W ill speak. 


A. M. (“Mose”) Hopkins, home office 
oresentative of the Penn Mutual after 
three months in the Frank H. 
at Denver, passed through Chi- 
ind visited the A. E. Patterson 
gency, en route to Philadelphia. Den- 
er agents presented him a bronze cigar 
ise appreciation. The three Davis 
rothers and their families gave a dinner 
rM 
their departure. 


gen 


ago 


Charles C. Clabaugh, superintendent 
fj agents of the Maryland Life of Balti- 
ore, narrowly escaped death in a taxi- 
ib accident in Chicago, Sunday morn- 
g, as he was going from the station 
Edgewater Beach 


hotel to be | 


resent this week at the meeting of the | 
\ssociation of Life Agency Officers. A | 


truck collided with the cab at a 
rossing resulting in severe in- 
ies to Mr. Clabaugh’s head and legs. 
He, however, appeared at the meeting 
msiderably bandaged up. 


arge 


street 


\ farewell dinner was given last 
Montreal to H. O. Leach, who 
as gone to take up his duties as gen- 
ral manager of the British department 
i the Sun Life of Canada. W. G. Mc- 
Intosh, the new inspector of agencies 

the British department, and 


Davis | 


|of the 


| written in 


and Mrs. Hopkins and daughter 


LIFE 
agencies, presided at the dinner. Presi- 
dent T. B. Macaulay, Registrar J. S. 
Snasdel and Vice-President A. B. 
Wood spoke. 

Honoring A. R. Perkins, superintend- 
ent of agencies, on the occasion of his 
birthday, 65 officers and members of 
the home office staff of the Jefferson 
Standard Life had dinner at the com- 
pany’s country club Saturday night. 
President Julian Price was toastmaster. 
W. H. Andrews, Jr., assistant manager 
home office agency, presented 
Perkins $192,000 of new business 
his honor, and also a hand- 
some leather bag. 


Mr. 


Harry W. Wannenwetsch, 65, up to 
five years ago vice-president of the 
Western & Southern Life, died Mon- 
day night at his cottage at Virginia 
Beach. He started with the company as 
an industrial agent and became one of 
the important factors in building up the 
company. He had been in poor health 
for several years. 


James S. Gross, special agent in St. 
Louis, for the Mutual Life, New York, 


| died of pneumonia at the Missouri Bap- 


| had 


| the age of 61. 
} Insurance 


A, } 


Miller, who has been appointed resident 
actuary in London, were also honored. | 
ames \V. Simpson, superintendent of 


' 


tist Hospital. He was 78 years old and 
spent his entire business life in the 
life insurance business. Mr. Gross had 
lived in St. Louis for about 50 years. At 
one time he was manager there for the 
Massachusetts Mutual Life. 

Richard Fisher, one of the veteran life 
men of Philadelphia, died this week at 
f He had been in the life 
business continuously since 
i872. For 37 years he was general agent 
of the Washington Life in Pennsylvania, 
and then connected with the Provident 
Mutual Life as an agent. 
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HOPKINS GOES TO NASHVILLE 


Penn Mutual Life Sends Well Known 
Life Insurance Man to Ten- 
nessee City 


regarding the importance of 
among progressive southern 
Penn Mutual has just made 
important appointment in that city 


Nashy tlle 


ties, the 


ritory. A. Moseley Hopkins, Sr., 
as been placed in charge as manager. 
Mr. Hopkins is well known all over 
the country. His life insurance career 
regan lennessee in 1909 as a general 
gent the Reliance Life. Later he 
served Nashville, as its supervisor, 
and then at Baltimore, Washington and 


Philadelphia. In 1915 he joined the Jef- 
terson Standard Life as a supervisor. In 
1917 he removed to Charlotte, N. C., and 
I agency’s business from 
$2,500,000 to $5,000,000. In 1920 Mr. 


increas the 


Hopki was appointed manager of 
gener the Philadelphia Life and 
ade iccessful record. He joined the 
Penn Mutual in 1928 and he afterwards 
Was stationed at Chicago as home office 
repres¢ itive. 

A. } eley Hopkins, is will be as- 
ciated with his father in the manage- 
ment the agency. He is a graduate 
t the \Vharton School of Finance of 
the U sity of Pennsylvania, and had 
excell training in the Aetna Life’s 
Phila a office under Manager W. 
R Ha 

Fred. L. Wresche 

Fred Wresche of Detroit has been 
appointed general agent there for the 
Bankers Life of Nebraska. Prior to 
gong with the Bankers Life Mr. 
Wresche was general agent for the Reg- 


ister Life. He has just returned to De- 
‘roit trom Lincoln, after attending the 
Company training school with a number 
ot his men who are new with the Bank- 
‘fs organization. 











STATE WORK CONSOLIDATED 


Penn Mutual Life Combines Its Indiana 
Agents, Making L. L. Newman 
General Agent 


The Indianapolis, Fort Wayne, Terre 


Haute and Evansville general agencies 
of the Penn Mutual have been merged 
into a single organization, headquarters 


at Indianapolis, covering the entire state, 
and will be under the management of L. 
L. Newman, for several years general 


agent at Fort Wayne. The Penn Mu- 
tual believes that a single organization, 
with central headquarters, will better 
serve its agents and its policyholders, 
and will result in stronger production, 
than the continued separation of the 


state into four general agencies. 

L. L. Newman, the new general agent, 
has been with the company for many 
years, and has built a flourishing agency 
at Fort Wayne. Among his new re- 
sponsibilities will be that of building up 
an increased force of agents through 
the use of the manpower expansion plans 
supplied by Vice-President H. D. Hart. 

William A. Courtright, for many years 
general manager at Indianapolis, will 
continue with the organization, cooper- 
ating in every way with Mr. Newman. 
Mr. Courtright has a high reputation in 
Indianapolis as a life underwriter. 

George G. Morris, for many years the 
general agent at Terre Haute, will give 
all of his time to personal production. 


GALE RESIGNS AS MANAGER 





Leaves Post After 16 Years’ Service, 
Though Remaining in Business— 
No Successor Named Yet 


Hoyt W. Gale, who for the past 16 
vears has been manager at Cleveland, 
O., for the Home Life of New York, 
has resigned that position. Mr. Gale 
will continue to represent the Home 
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Reputation— 


(Advertisement 7 of a series) 


Even in gladiator times the reputation of an army 
was necessary to assure it fullest respect by the 
populace. Who but Caesar could bridge the 
Rhone and conquer Gaul? Who but Hannibal 
could move an army through the Alps to attack 
Rome in winter? 


Since 1902 The National Life and Accident has 
built up a reputation for strength, fairness and 
progress. It is known as an ably managed organ- 
ization composed of men of high standing. The 
organization is noted for its prompt payment of 
losses and its fair premium rate. This reputation , 
known throughout the country makes it profit- 
able to wear the Shield button. 


It pays to be a Shield Man! 
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-Meet Today’s Call for 
Immediate Adequate Protection 


The low rate of our new Convertible to 65 
contract makes it practicable for a man to en- 
joy early in life and throughout his productive 
period the full amount of protection his family 
needs. 

A variety of options, including conversion 
to permanent insurance without medical exam- 
ination, makes the contract adjustable to future 
requirements as they develop. 

Full disability protection and double in- 
demnity included. 

Send for rates, sales instructions, etc. 


Connecticut General 


Life Insurance Company 
Hartford, Conn. 


Over a Billion in Force 











INSURANCE STOCKS 








Bought—Sold—Quoted 


A 
P. W. CHAPMAN & CO, INC. 


Insurance Stock Department 
115 W. Adams St. 42 Cedar Street 
CHICAGO NEW YORK 


.salesman for an 


























Life, however, under the name of Hoyt 
W. Gale Company, with offices in the 
Union Trust building, Cleveland, but 
will give his time entirely to the interest 
of the large group of policyholders and 
clientele which he has established in 
Cleveland. The Home Life has not an- 
nounced a new appointment as yet. 


ATLANTIC IN CONNECTICUT 
Hartford Man Given Charge of State— 
Newark and Minneapolis General 
Agents Appointed 





RICHMOND, VA., Oct. 31.—The 
Atlantic Life is now entering Connecti- 
cut. Abraham A. Feinberg has been 
appointed general agent for the state 
with headquarters at Hartford. Con- 
necticut is the sixth state the Atlantic 
has entered this year in its expansion 
program. The new general agent for 
Connecticut has for the last eight years 


been in the general insurance and 
mortgage business in Hartford, where 
he is well acquainted and favorably 
known. 


The Atlantic Life has also appointed 
two other new general agents. D. H. 
Szerlip will have charge at Newark, suc- 
ceeding Andrew O. Kiefer, resigned, and 
E. A. Griffith will be Minneapolis gen- 
eral agent. Mr. Szerlip has been in the 
real estate and general insurance busi- 
ness and also has had extensive life in- 
surance experience in New Jersey. He 
is now located at 830 Broad street, 
Newark, for the Atlantic. Mr. Griffith 
has moved to Minneapolis from Lexing- 
ton, Ky., where he was engaged for sev- 
eral years in the general insurance busi- 
ness with the firm of Griffith-Tipton. 
Previous to that Mr. Griffith represented 
a number of life companies, including the 
Mutual Life and Bankers Life. His ter- 
ritory at Minneapolis includes the entire 
state of Minnesota. He has leased of- 
fices in the new Foshay Tower in that 
city. 

R. L. Troy, Atlantic general agent at 
Macon, Ga., has formed a partnership 
with his uncle, W. B. Troy, formerly a 
e automobile company. 
Office of the partnership remains at 411 
Citizens & Southern Bank building, 
Macon. 

Another partnership announced by the 
Atlantic is that of L. Taylor and 
E. G. Simmons at Tampa, Fla., follow- 
ing the death last May of George B. Da- 
vis, Atlantic’s previous general agent at 
Tampa. Mr. Taylor, formerly a dis- 
trict agent for the Atlantic, took over 
the operations of the agency. The 


Tampa agency has offices at 903 Penin- | 


sular Telephone Company building. 





Lloyd A. Franck 


Lloyd A. Franck has been appointed 
Chicago supervisor, taking over develop- 
ment of Cook county for the Continen- 
tal Assurance. Mr. Franck was for- 
merly manager of the south side branch 
office of the Travelers, for which he was 
in his 11 years’ service field assistant, 
assistant manager and then manager. 
He is a graduate of the University of 
Oklahoma. He succeeds Harper Moul- 
ton, who went with Marsh & McLennan 
to direct ordinary production in the life 
department. 


Pacific National Appointments 


J. D. Killpack and J. G. Taylor of 
Phoenix, Ariz., have been appointed gen- 
eral agents there by the Pacific National 
Life of Salt Lake City, Utah. Other new 
general agency appointments are the 
Columbia Bond & Mortgage Co., Provo, 
Utah, represented by G. M. Taylor and 
R. B. Maughan; R. W. Evans, who has 
become associated with R. A. Strandberg 
at Helena, Mont., and J. T. Murray at 
Anaconda, Mont. Messrs. Strandberg 
and Evans have formed a partnership 
with offices in Helena and Butte, Mr. 








Evans being in charge of the But 


office at 716 Meadows Bank building 


He has been a Butte business man sing 
1920. 

Mr. Killpack, who takes the Arizon 
state agency, formerly was with th 
Idaho State Life and the Mutual Life 
New York and 
Taylor formerly was in the oil busines 
and later was with the New York Li 
at Phoenix. G. M. Taylor organized an 
was sales manager for a paper compan 
at Provo, later becoming president ay 
general manager. Mr. Maughan, wh 
becomes manager of the life departmen 
of the Columbia Bond & Mortgage ( 
at Provo, has been assistant manager ; 


Provo in the metropolitan agency of th 


Pacilic National. 





Henry F. Uhl 


Henry F. Uhl has been appointed dis. 
trict manager for the Pan-American Lik 
in east Tennessee with headquarters x 


Elizabethton. 


S. R. Strong, J. H. Carson 
Stuart R. Strong, Portland, Ore., w! 





has been associated with his father fo 
representative of the 
National Life of Vermont, has been a. 
pointed Portland general agent of th 


several years as 


State Mutual Life of Worcester, whic 
enters Oregon with Mr. 
pointment. 


The State Mutual has also appointed 
John H. Carson of Seattle as generd 


agent in the state of Washington. Unt 


his appointment he was assistant gen- 
the Aetna Life. Vice 
on. the 


eral agent of 
President Stephen Ireland is 
Pacific Coast, accompanied by Dr 
Charles B. Wheeler, medical director 
the State Mutual. 


G. C. Folsom 


G. C. Folsom has been appointed get 
eral agent at Plant City, Fla., for th 
Southeastern Life of Greenville, S. C 
He has been with the company sinc 
early in 1928 as a member of the Tamp 
agency, qualifying for membership in the 
leaders’ club in three months. Mr. Fo: 
som led the entire field force in amour: 
of new paid for business during th 
club year just recently ended, and thu 
won the presidency of the club. 


Howard E, Nyhart 


Howard E. Nyhart of Lafayette, Ind 
has been appointed assistant agency 
manager of the Equitable Life of New 
York in Indianapolis. He has been with 
the company for eight years and for the 
last four years was the unit manager # 
Lafayette. Mr. Nyhart is a graduate 0 
Manchester College. 








Martin L. Seltzer 


Martin L. Seltzer of Des Moines has 
been appointed general agent in lows 
for the Aetna Life, to fill the position 
left vacant by the recent death of A. ¢ 
Miller. Mr. Seltzer went to Des Moines 
in 1926 from Grand Rapids, Mich., até 
has since been supervisor in Iowa w 
der direction of Mr. Miller. 

His career began at Muscatine, [2 
where he operated a general agency. 
He later joined the Travelers 2 
moved to St. Louis, later being locate? 
at Cedar Rapids, Ia., and Grand Ra 
ids before going to Des Moines. 


Frank L. Sveska 


Wunner & Sveska, general agents © 
the Penn Mutual Life, have dissolve? 
partnership, Frank L. Sveska becoms 
general agent and A. D. Wunner, a5 
ciate general agent. They will move 
to new quarters in the First Natio 
Bank building at Omaha. 








Fred F. Frusher, personal producer - 
district manager at Madison, Wis. 2 
the Mutual Life of New York for the P 4 
25 years, will devote his entire time * 
personal production. 
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LAKE IS CHOSEN AS HEAD 


hiladelphia General Agent Elected 
President of State Underwriters Asso- 
ciation—Canada Life Man Speaks 


James M. Blake, Massachusetts Mu- 
val Life general agent in Philadelphia, 
as elected president of the Pennsyl- 
ania State Association of Life Under- 
riters at its fall meeting at Williams- 
port. J. Renwick Montgomery of 
Philadelphia, E. H. Schaeffer of Harris- 
burg and Howard S. Sutphen of Pitts- 
wrgh were elected vice-presidents and 
S Edward Moore of Harrisburg, secre- 
ary. Over 100 agents attended the 
meeting. F. .W. Reis, Jt of Pittsburgh, 


Need for Membership Stressed 


A. N. Mitchell, assistant general man- 
wer of the Canada Life at Toronto, out- 
lined the purposes of associations. Mr. 
Blake, the incoming president, described 
the principal function of the state asso- 
dation as legislative and urged the en- 
rollment of maximum memberships be- 
cause the power of numbers is a great 





help in any policy undertaken by the or- 
ganization. 


Andrews Is Pittsburgh Secretary 


Homer L. Andrews has been ap4 
pointed executive secretary of the Pitts- 
burgh Life Underwriters Association, 
succeeding W. M. Milligan, who becomes 
associated with the Pittsburgh office of 
the New England Mutual Life as agency 
secretary. Mr. Andrews is a graduate 
of Washington & Jefferson College and 
has been a member of the faculty of 
the University of Pittsburgh for a num- 
ber of years. He assisted in develop- 
ing the “Life Underwriter,” the official 
organ of the Pittsburgh association. 





New York Managers Meet 


The first quarterly meeting of the Life 
Managers’ Association of Greater New 
York was held Wednesday evening, the 
early evening business meeting being 
followed by a dinner meeting. Julian 
S. Myrick of the Mutual Life is presi- 
dent and Louis A. Cerf, Jr., of the Fi- 
delity Mutual is secretary-treasurer of 
the organization which was formed last 
spring to bring the managerial ranks 
into closer harmony in the city. 





CENTRAL WESTERN STATES 














WHATLEY ADDRESSES AGENCY 





National Association President Before 
Simpson Organization at Indianap- 
olis on “Cooperation, Loyalty” 





The 15th annual sales conference of 
the P. W. Simpson general agency of 
the life and accident department of the 


Aetna Life at Indianapolis was held Oct. 
% and 26 at Indianapolis with good at- 
tendance. A joint meeting with the In- 
dianapolis Association of Life Under- 
writers Friday noon to hear an address 
ty S. T. Whatley, Aetna Life general 
agent in Chicago and president of the 
National Association of Life Underwrit- 
ts, was a feature. Mr. Whatley urged 
cooperation and association loyalty. 

The Aetna Life program opened with 
remarks by Mr. Simpson. R. R. Jones 
d iscussed accident and health, and a dis- 
cussion of group insurance was led by 
D B. Singleton, home office representa- 
ive, 

]. G. Purky spoke on “Aetna Advan- 
tages”; Paul Speicher, associate editor 
> “Insurance Research & Review 


Service,” on “What the Public Wants,” 
and M. C. Thornton of New Albany, 
Ind, on “Idealism in Underwriting.” 


A banquet was held Friday evening. 








\. L. Rust spoke Saturday on “Agency 
Problems.” Other topics and speakers 
were: ee Harris, “Insurance for 
Man and Wife’; Robert Hall, “Con- 
inuous Monthly Income Presentation” 
E. C. Deckard, “Development of the | 
Sale,” and George H. Reitzel, “Why I 
Selected the Aetna.” 

Mansur B. Oakes of the “R. & R.” 
<ervice gave an address on “The Social 
“ngineer,”’ 


W.H. SMITH AND R. T. MERTZ 
JOIN STATE MUTUAL LIFE 
Warren H. Smith, w 


Pervisor of the McNutt agency of the 
New Engl 


E t the past three years, has joined the 
France agency of the State Mu- 


tual in Cleveland and will devote his 
— time to personal production. 

fr. Smith has been president of the | 
‘upervisors’ division of the Cleveland 


it Underwriters Association, which 
; Mated the supervisors’ training school 
oT new agents last spring. 

“rT. Smith is one of the first three 


tho has been su- | y Y 
| consin and northern Michigan, 
and Mutual Life in Cleveland | 





men to be granted the C. L. U. degree 
in Cleveland. Before coming to Cleve- 
land in 1926, he was district agent for 
the New England Mutual at Youngs- 
town, O. 

Roger T. Mertz has also joined the 
France agency. He has spent a num- 
ber of years with various Cleveland 
agencies of the New York Life in edu- 
cational and field training work with 
new agents. He will devote full time 
to personal production. Prior to going 
to Cleveland, he was engaged in field 
work for the Columbus, O., agency of 
the Equitable of New York. 


Whitlaw to Extend Plant 


H. J. Whitlaw of Peoria, Ill., has been 
appointed supervisor for the Northwest- 
ern National Life. He will appoint dis- 
trict managers in the central part of the 
state. He will also have charge of the 
development of the Peoria district. He 
entered the business in 1911 and has 
had an extended experience in life in- 
surance work. 





Williston Is Vice-President 


C. S. Williston, attorney for the Pull- 
man Company, who has been elected 
vice-president of the State Life of Chi- 
cago, of which Wilbur Wynant is presi- 


dent, is a director of the First National 
Bank of Elmhurst, Iil. Mr. Williston 
has been appointed on the executive 


committee of the board of directors. 


Officials in Milwaukee 


Agents in the Milwaukee general 
agency of the Provident Mutual Life, 
under Abner A. Heald, met this week 
and hheard M. Albert Linton, vice-presi- 
dent, and Franklin C. Morss, manager 
of agencies, speak. 


Vermillion Keeps Up Production 
The Gifford T. 
the Mutual Life of 


Vermillion agency of 
New York in Wis- 
located 


in Milwaukee, is now rounding out its 


record of almost two years as a “more 
than a million a month” agency. 
The agency’s 1929 production has 


now passed $16,000,000 paid-for busi- 
ness. In one month alone the agency 
production was $1,813,000. 

The Vermillion agency is now leading 
the Heifetz agency of Chicago by a 


good margin in the competition for a 
record production in 1929. 


For the past 
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A TOWER OF STRENGTH 


Insurance in Force 
$2,000,000,000 





NN ie ieneut ies .$488,958,000 
PEE sccadncotesceccconsceecesessen Ge 
Total Liabilities ................+++++ 422,020,000 


“eee eeeeneeeee 


Interest on policy proceeds, profits, etc., 
left with the Company 
FIVE AND ONE-HALF PER CENT 


Total investments in United States securities 
exceed $231,000,000 


Dividends to Policyholders increased 


for ninth successive year 


SUN LIFE 
ASSURANCE COMPANY 


of CANADA 
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few years, these outstanding agencies | York under Earl Frei, district managy 
have engaged in a friendly, but none | at Fond du Lac, Wis., held. a meting 
the less, a keen competition for the | last week. Gifford T. Vermillion, Man 
largest production record. ager for the Mutual Life in Wisconsig 


4 41 1 747 000 ee | and Upper Michigan, was present. Lijfiers 0! ! 
’ ’ ’ Frei Agents Meet | insurance as an investment was di,grgamizal 


Agents of the Mutual Life of New | cussed. aie 
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. MR. BUYER OF INSURANCE — — py, 
’ P Ps GIFFIN SPEAKS TO BANKERS | | weet etd Association, headed boent {0 
in ! Claude Fisher. on 
. . John Marshall Holcombe, Jr., manfil Veal ( 
NEBRASKA Phoenix Mutual Agency Superintendent ager of the bureau, will direct the scl rE onita lle 
ie Stresses Need of Safeguarding here, with the course to deal with problesion [3 
of Insurance Death Payments lems peculiar to the general agent andgandt of 
That is the amount of indemnity insurance companies | = agency manager, such as sclectinghis capta 
are providing on the lives and property of 5 James A. Giffin, superintendent of ce a eg eg bow ae Swed 
; agents of the Phoenix Mutual Life, | ¥* “tdi ‘gan o a ae s | 
spoke to the Des Moines Bankers Club | ?¥!C™8:- > F 
NEBRASKA CITIZENS last week on the administering of life in- Kavanagh Speaks at Omaha | 
: surance estates. : eK , : é The Ba 
: : Mr. Giffin declared that life insurance James E. Kavanagh, vice-president s abs 
The assessed valuation of the State is estates require as much safeguarding | the Metropolitan Life, spoke at a chamfifprownwo 
after death as they are given during the |} ber of commerce meeting at Omaha lefitex, 1! 
period of their accumulation. Stagger-| week. He said that young men todafiiije Dalla 
$ 3 ’ 183 ’ 000 ’ 000 ing sums now are involved in the ex-| are beginning to realize the importanciioo,000 
ane tension of their earning capacity beyond | of setting aside a certain sum each montis 
Isn’t insurance serving a big purpose when it is indem- death by men carrying life insurance. in order to provide an income whellPrown 
nifying Nebraska citizens to the extent of over one billion Mei to the —_ = ee re- | they reach old age. ’ 
’ ceive the money all the premiums have — tat 
more than the State’s assessed valuation? been handled by experts. Then comes Edmiston Agency Prospers \TLAD 
the time when the funds are turned over . © Bilis af Bineiie ane 
to persons of little or no experience. hs ¥ esac. . - Nebr * 2 nage m0 hs 
The hazard of seeing that these estates Tonio Ce pr 1 Life on 1 a 
really serve the purposes for which they | - ane . ~ ; emg md “3 € a ; rk aan 
are intended is one which banks as well ce mc he porsene ng Nigger — —_ a 
as life insurance companies must deal | CU" the month in five years. ingial lectur 
oith” te onld proved conditions among the farmers i#™B-8 at the 
Ghe . sigearage reflected in greater business volume an/ff{\ationa! | 
; y sound optimism among the town a The At! 
E C Sun Life’s Kansas City Lineup city people, and sales resistances arfiiestablished 
LIFE INSUR + Russell C. Grimes, formerly general noticeably lessened. — | 
agent for the Fidelity Mutual at To- eg 
: peka, Kan., who resigned to join the' reread 
Lincoln, Nebraska Kansas City office of the Sun Life of Southern States wai 
Canada, will work out of that office. Protecti 
Other appointments by the divisional Local News 
office of the Sun there are those of W. the Pr 
R. Gunn, who will have Nevada, Mo., _— hos 
as his headquarters; J. W. (Jack) Law- noo! of 
rence, who will work out of the Kan- | SOUTHERN UNION IS BOUGHT: Ajshan 
sas City office; C. H. Loekwood, for- oe ringing 
merly —_ the ag ed Mutual, St. | President E. P. Greenwood of the Grea ser to | 
Joseph, Mo.; M. D. Page, formerly of Southern Life Purchases Fort 


St. Louis, Kansas City, and R. H. Worth Company 


Roner, Kansas City. 
A Hugh T. McTernan, Sun Life general _—_ 
agent, is moving his agency office from The Great Southern Life of Houst 


its former quarters in the Waldheim | has purchased the Southern Union Lit (T ON 
building to the divisional offices of the | of Fort Worth, Tex. The Souther 


INSURANCE COMPANY Sun in the Midland building. V. Web- | Union was organized in 1909 and hy 
ner Wiedmann, divisional manager, is | $250,000 capital. It had $56,187,949 of i-fiRex Mutua 








starting a school for new agents, which | surance in force the first of the year I Misleadi 
= — conducted every Tuesday and | $655,503 assets. E. P. Greenwood, pres Actuat 
M4 Thursday. dent of the Great Southern Life, recent ‘ 
654 Madison Avenue at 60th Street —_ purchased the Louisiana State Life. It® 
Agency Holds Sales Congress stated that the Planet Life, to have ® SAN FI 
NEW YORK CITY or . , : home office in Fort Worth, will now © pring 
The St. Louis agency of the Massa- put in the field, now that the SouthemfMrecutive 
chusetts Muual Life, of which Chester | Union has been sold. Tom Poynor, vice tancisco 
Founded 1850 O. Fischer is general agent, held a one- president of the Southern Union Life, est week 
day sales conference and outing at the | the main factor in the organization. sessment 
Algonquin Golf Club last week. Agents The Planet Life & Accident was MP ?inging 


THOMAS E. LOVEJOY, President from central and western Illinois and | nounced as being in process of organiz'me th: 


eastern Missouri, as well as the local] tion by the officers of the SouthenjiPlut 








representatives, attended the meeting. Union Life about a year ago. It ted 
The morning was given over to the | stated at that time that it would wrtt{atter y 
business meeting. Alexander T. Mac- | accident and health in Texas and lithe san, 
lean, vice-president and actuary of the } insurance in other states. Associat 
oO ! Massachusetts M aia iy FOE ne “* Se - a setae 
oO Massachusetts Mutual, was the principal The Southern Union Life was org t 
a speaker. The agency has enjoyed a good | jzed in Waco in 1909. It is said ti reques 
year to date. The afternoon was de- | the price paid by the company ™ vol © 
voted to golf and bridge. Mansur Teb- about $1,000,000. s Report has it % teratur; 
betts won the bridge prize while William | President Mistrot of the Southern Uni to tl 
H. Van Sickler and Lynnwood Saun-| will retire from the business and tg tl 
. ° ders divided honors in golf. Tom Poynor will go with the Gt@@*'y tor 1 
Enjoying a — sca ae 
Des Mones to Have School “lee re 
DES MOINES, IOWA, Oct. 31. Southern Conference Held = Bitte exp, 
General agents and managers will come The Pan-American Life, pursuits “@g?* their ag 


‘ ' 
schools 


/ to Des Moines from Iowa and sur- | plan of holding regional field Te misre 
CCOY Car e rounding states to attend the special | instruction, conducted a meeting! ® Y issu 

school at Hotel Fort, Nov. 4-7, spon-| representatives in Alabama, Geo! Bip alties ; 
sored by the Life Insurance Sales Re- | Florida, North Carolina, Virgin@,é 




















search Bureau. The school was se-| West Virginia in Atlanta. Dr. E : Taw this 

cured through the efforts of the Gen-| Simmons, vice-president and se terial y 
eral Agents’ and Managers’ Club of | manager; Dr. Marion Souchon, the circy 
which Joseph Peterson is president, with | president and medical director: >’ Ted, said 
the cooperation of the Des Moines Life | Allison, vice-president and actuar) 
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ed M. Simmons, manager United States 


were the home office officials 
attendance. Salesmanship, policy 
ntracts, underwriting and other mat- 
interest to the company’s field 
ganization were thoroughly discussed. 


Active in Community Drive 


Oklahoma City life underwriters are 


baying a prominent part in activities of 
ve community fund drive with C. C. 


neral agent for the Pacific Mu- 
Josephine Lincoln, special 


ent for the Equitable Life of New 


Nork, on the publicity committee. 


Neal O'Sullivan, special agent for the 


Equitable, has been made general of Di- 
son [} and has appointed Guy Gold- | 
tandt of the same company as one of 


scaptains. Mr, Goldstandt is organ- 
g all-Equitabie team to represent 
s conpany. 


Absorbs Texas Mutuals 


[he Bankers Guaranty Life of Dallas 
absorbed five local mutuals at 
ood, Tex., and one at Temple, 
lex. The new business taken over by 
Dallas Mutual approximated $25,- 
00,000. It is said branches of the Dal- 


company will be maintained at 


Starts Educational Lectures 


ATLANTA, Oct. 31—W. A. Con- 
* the educational department of 
Life, has invited fif- 
n young Atlantians, recommended by 
ling business men, to attend a spe- 
al lecture course to be given on Nov. 
at the local agency in the Fourth 
\ationa! Bank building. 
The Atlanta course is the first to be 
tablished by the company in a nation- 
ide program to educate salesmen and 
ive them the necessary preliminary 
raning ior the coveted chartered life 
inderwriter degree. 


Protective Life Entertains Students 


Birmingham 
senior class 


‘tective Life of 
last week to the 


The Pr 


as host 


hol of commerce of the University 
i Alabama. This is a step toward 
mnging the business school student 
ser to the insurance field, according 


LIFE INSURANCE 


to S. F. Clabaugh, president of the Pro- 
tective. 

A training school for agents in Ala- 
bama is being held by the Protective 
Life at its home office. The school 
started Oct. 21 and continues for three 
weeks. 





Herron with Fidelity Life 


J. L. Herron, formerly with the Lib- 
erty National, has joined the Fidelity 
Life of Birmingham as agency super- 
visor. The companv is operating in 
Alabama only and is one of the new 
companies recently organized in Bir- 
mingham. 





Conduct Tulsa “Ad” Campaign 


\ group of 10 Tulsa life agencies are 





A charter has been granted the Pro- 
tectors Mutual Life of Dallas, a mutual 
| legal reserve insurance organization. Or- 
ganizers are Elmo C. Tennison and A. 
Morgan Duke, both of Dallas. 


| cooperating to try out the value of 
| newspaper adv ertising in that city. Ad- 
| vertisements 3x6 inches in size will be 
lrun Monday of each week for six 
| months or a year and a close check will 
| be kept on the results of the campaign, 
| in order to determine further advertis- 
| ing plans. 

! - 

Protectors Mutual Launched 

| 

| 

| 





Has $5,500,000 in Force 
The Great National Life has put $5,- 
500,000 on its books in the 19 months of 
its existence according to Bert Jones, 
vice-president and secretary. 


Holds Texas Schools 


Homer G. Hewitt, manager of the 
life department of Cravens, Dargan & 
Co., Houston, Tex., is holding the 14th 
session of the Northwestern National 
| Life training school for new salesmen in 
| Fort Worth. New and old salesmen 
| from north Texas are being brought in 
|} to undergo a week of special instruc- 
tions in life insurance fundamentals of 
salesmanship. 

A session will be held for south Texas 
new salesmen at the office of Cravens, 
Dargan & Co., in Houston, Nov. 12-15. 





PACIFIC COAST AND MOUNTAIN 








(T ON ASSESSMENT OUTFIT 


Rex Mutual of Los Angeles Statements 
Misleading—Insurance Department 
Actuary Condemns Literature 
SAN FRANCISCO, Oct. 31.—One of 
¢ principal topics of discussions at the 
Kecutive committee meeting of the San 
I ife Underwriters Association 
is the activity of numerous 
sment life organizations which are 
» all over the state. At that 
rature and policy of the Rex 
; of Los Angeles was pre- 
a and decision made to take the 
ater uy ith Commissioner Mitchell. 
however, the California 
lati i Insurance Agents through 
retar rey S. W. Ramsden and at 
juest ot the Better Business Bu- 
ind referred the policy and 
the Los Angeles organiza- 
tate insurance department 
lt that Barrett Coates, ac- 
department, has written to 
‘ex Mutual calling its attention to 
! ancies in its literature. He 
tt ceneral insurance laws of this 
t y prohibit any association 
agents from putting out litera- 
sr senting the terms of any 
Y issued by them and appropriate 
5 are provided for violations and 
ed that the Rex Mutual with- 
“Ws Hterature and substitute for it 
1 stays within the facts. 
r, to which Mr. Coates re- 
Said The annual cost of Rex 





Sallie iV, 





Mutual policies are computed upon ba- 
sis of the American Experience Table 
of Mortality, is the lowest cost for 
which life insurance can be safely writ- 
ten.” Referring to this statement, Mr. 
Coates in his letter, says: “We do not 
see that the American Experience Table 
has anything to do with the annual cost 
of your policies, and it seems to us that 
this statement, as you have expressed it, 
is improper. In the circular soliciting 
agents you show the ‘cost’ of your pol- 
icy by adding to the dues seven death 
assessments per year. There is noth- 
ing to indicate that this is purely an 
estimate and if the experience of others 
applies to your association you will very 
shortly find more assesments than this 
to be necessary.” Referring to the 
phrase “level rate plan” which is dis- 
played on the circular, the letter says: 
“Your plan of operation is exactly the 
opposite of the level rate plan and we 
do not see how you can possibly apply 
this description to it.” 


Educational Fund Launched 


The Educational Investment Fund has 


been formed at San Francisco. This 
new Organization plans to guarantee a 
lege education to beneficiaries under 


the contracts through savings deposited 
over a period of years until the benefic- 
iary reaches the age of 18 at which time 
monthly payments are to be made to 
the beneficiary during his college career 
with a bonus at the date of graduation. 

W. A. Hargear, Jr., insurance broker 
of San Francisco, is president. W. A. 
Chowen, manager of the California In- 
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WANTED— 
A MAN! 


Possessing the following qualifications: 


AGE 35 or over, seasoned and a pro- 
ducer. 

THREE years of life insurance experi- 
ence. 

Must be personally acquainted with at 
least 25 life agents. 


TO HIM— 
WE OFFER 


—The Highest commission for low cost 
participating insurance. 

—The services of an ee field man, 
to help him in the field, appointing 
sub-agents, giving sales helps and to 


“PUT HIM OVER” 


Over $100,000,000 in Force 


We are particularly interested in Illinois, Missouri, 
Kentucky and North Carolina men. Write fully. 
We will not check references until after interview. 


Address N-43, care The National Underwriter 











However Hard 











a Life Insurance Agent may 
work to produce business, 
his chances of success are 
better when he represents a 
fine old institution such as the 














MASSACHUSETTS MUTUAL 
LIFE INSURANCE COMPANY 


SPRINGFIELD, MASSACHUSETTS 
Organized 1851 
More than a Billion and Three-Quarters of Insurance in Force 
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“THE FRIEND! LY COM PANY’ 


Are You the Man? 


Wanted—Aggressive life insurance men by 
company giving prompt, courteous, and effi- 
cient service in every detail to representa- 
tives and policyholders—policies covering the 
full range of life—new sales ideas—operat- 
ing under a state law which gives protection 
to the nth degree. 


Are you that man?—then you will find it pays 
to be friendly with the 


PEOPLES LIFE INSURANCE CO. 
“The Friendly Company” 
FRANKFORT INDIANA 
Opportunities in Indiana, Illinois, Ohio, Michigan 
Tennessee, Arkansas, Iowa, California and Texas 

















Great Opportunities 
For You With Us 


IN 
I series ok ee oe eye te Wichita 
p98 «ee énenecessccesdoeee 6f Gm 
ee ee Minneapolis 
DED ocnineneanevaue ere 
DEE sdivtcabcebessessasednnuscaded Des Moines 
ILLINOIS ..... wih Atcaninae ..++....Decatur-Peoria 


In order to increase our production in 1930, we are inter- 
ested in securing State Managers for the above mentioned 
States. Our President, Mr. O. L. Holland, will make a per- 
sonal visit to the above mentioned Cities between October 


20th and 30th. 


If interested, write for a personal interview. 
profit by what we have to offer you. 


You might 


O. L. HOLLAND, President 


AMERICAN NATIONAL 
ASSURANCE CO. 
3719 Washington Blvd, St. Louis, Mo. 





Rating Bureau and J. Philo 


spection 
Aetna Life are directors. 


Nelson of the 


Davis Expands Agency 


Frank H. Davis, general agent of the 
Penn Mutual Life for Colorado, Wyom- 
ing, New Mexico, Arizona and western 
Nebraska, has appointed Wayne Clover 
of Scotts Bluff supervisor for western 
Nebraska and O. N. Flaten as super- 
visor for Wyoming. 

William R. Goebel, former advertising 
manager of the “Rocky Mountain News” 
will represent the Penn Mutual in Den- 
ver. Mr. Davis said that his business 
had increased 300 percent since taking 
his position in Denver in March. 





Behan Gave a Talk 


Joseph C. Behan, second vice-presi- 
dent of the Massachusetts Mutual, ad- 
dressed members of San Francisco gen- 
eral agents and managers association 
Thursday. Samuel J. Johnson, secre- 
tary of the me ag A was also a guest of 
honor. James L. Taylor, manager Penn 
Mutual at San Francisco, was chairman. 





Dr. Gibbons Returns Home 


Dr. H. W. Gibbons, medical director 
of the Western States Life of San Fran- 








| 


cisco, 
section of the American 
tion, attended the annual meeting Of the 
convention at Cincinnati and from there 
went east to attend the annual meeting 
of the Association of Life Insurang 
Medical Directors. He is returning ; 
his home office this week. 





Colorado Life Thrives 


One day last week the Colorado Lit 
of Denver, which is in its 20th month jp 
the insurance business, received 39 ap. 
plications for more than $100,000 4 
insurance, according to Sterling B. Lag 
secretary, who is in charge of produc. 
tion. More than $2,500,000 business j 
reported for the past three months 


Portland Club Has “Insurance Day” 


The insurance agent is performi ng 3 
very definite and vital social service and 


should so be regarded by the publi 
Clare A. Lee, Oregon insurance con- 
missioner, stated in an “insurance day 


program before the Progressive Busines; 
Men’s Club in Portland. Other speak. 
ers were Alfred T. Parker, president o 
the Portland Association of Life Under. 
writers, and Chairman J. E. S. Buchan. 
an, manager of the Aetna Life. 








ACCIDENT AND HEALTH FIELD 














BLAINE HAS RADICAL BILL 





Measure Introduced in Senate to Regu- 
late Industrial Insurance in District 
of Columbia 


Both life and accident and health 
companies are watching with interest 
an extremely radical bill introduced in 
the United States Senate by Senator 
Blaine of Wisconsin, regulating indus- 
trial insurance in the District of Co- 
lumbia, although it is not believed that 
there is any probability of favorable ac- 
tion being taken on the measure. The 
bill defines industrial insurance as “that 
form of life, health or accident insur- 
ance, either (a) under which the pre- 
miums are payable weekly; or (b) un- 
der which the premiums are payable 
monthly or oftener, if the face amount 
of insurance provided in the policy is 
less than $1,000, and the words ‘indus- 
trial policy’ are printed upon the policy 
as a part of the descriptive matter.” 

This definition modifies that con- 
tained in a former bill on the same sub- 
ject introduced by Senator Blaine, 
which would have applied to all policies 
on which premiums are paid at intervals 
of less than one year. This would have 
included both life and accident policies 
written on the semi-annual or quarterly 
premium basis. 


Statements Considered Representations 


It is usually stated in an application 
for insurance that any statements made 
therein are to be regarded as warran- 
ties on the part of the applicant. This 
bill would provide that all such state- 
ments shall be deemed representations 
and not warranties, and that fraud must 
be affirmatively proved in order to 
avoid a policy. Requirements in a pol- 
icy that the insured must be in sound 
health at the time of its issuance would 
have no effect unless the applicant at 
the time of application knew that he 
was in a seriously impaired condition of 
health, and the company must further 
prove that this impaired condition of 
health, or disease or diseases from which 
the insured is shown to have been suf- 
fering, constituted the direct and proxi- 
mate cause of the death or the claim 
made under the policy. 

Probably the most serious feature of 
the bill is the provision under which all 
policies would be made _ incontestable 
after two years. It is “declared to be 
the duty of the company within said 
two-year periods to make all necessary 














investigations and examinations to sat- 





isfy itself as to the health of the in- 
sured.” 

Industrial companies, writing either 
life or accident and health insurance 
say that it would be absolutely impos- 
sible for them to operate in the District 
of Columbia under the terms of this 
measure. 


NEW DENVER COMPANY TO 
TAKE CONTINENTAL MUTUAL 


DENVER, COLO., Oct. 31.—Ar 
nouncement is made by S. Lester Guin 
president of the new Gibraltar Life & 
Accident Underwriting Company, tha 
more than 80 percent of the capita 
stock of his company has been su) 
scribed and that all of the business & 
the Continental Mutual, with an annu 
health and accident premium account & 
$100,000, will be reinsured by it ! 
February. The company is capitalized 
for $250,000. 

Other officers of the Gibraltar are \\ 
H. Watlington, vice-president and actu 


ary; W. J. McGettigan, vice-president 
and claim adjuster; McBroom 
secretary and treasurer; Dr. Paul | 


Connor and Dr. C. H. Willis, medica 
directors, and Francis J. Knauss, get 
eral counsel. s 

The Continental Mutual, which wi 
be absorbed by the Gibraltar, was or 
ganized in November, 1925, by Mr 
Guinn, who for several years was state 
manager for Colorado for the Jefferson 
Standard Life and was also genera 
agent for the State Life of Indiana tr 
a number of years. 


Seeks Noncancellable Risks 


The Pacific Mutual Life feels that" 
can well afford to push its noncancella- 
ble health and accident insurance, as * 
believes its rates are on an adequate 
basis. It is seeking this business from 
its own men and is also out for broker 
age. Its noncancellable premiums sho¥ 
an increase of 25 percent this year. 
physical examination and inspection HA 
ports are rigid. It is after only 
risks. 


Seattle Managers’ Meeting 


SEATTLE, WASH., Oct. 31.—Decis!? 
to join the National Association of ae 
cident & Health Managers Clubs 4m 
postponement of advertising plans untl 
the local association was strong 
marked the monthly meeting of 
Seattle Accident & Health Manage 
Club. President W. Dwight Mead 4? 
pointed a nominating committee to select 
a slate of officers to be voted upon * 
the next meeting, Nov. 4. Speakers at 
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| ~dical he meeting included Dr. S. V. R. Hooker | indicate that it will be in New York, as 
Medica n “Medical Phases of Accident and | was the case last year. A POLICY YOU CAN SELL 
Conven, ealth Underwriting” and Frank L. Ver- etcbeheun 
1g Of thion on current events. A long discus- . : 
om therfkion on hospitalization work followed. National L. & A. Promotions 
meetingggrne Seattle association now has 30 ac- V. E. Weisinger of Beaumont has been Our Company offers complete protection. 
nsuranemeive and associate members. made a superintendent by the National 
tege a Life & Accident and placed in charge 
wong S Likely to Meet in New York - _ = in ae R. M. ALL an LICY 
z : ; ‘ischer has been promoted to a superin- PO 
It is practically — that the mid-/ tendency in the Youngstown district. ae 
vinter meeting of the executive commit-/| Bert Taliaferro of Houston No. 1 and Any natural death 3 5,000 
ee of the Health & Accident Under-| p. Ww. Killgallon of Gary, Ind., have been ys accidental death... Shel 10.000 
ado Lijffwriters Conference will be held in New | made superintendents in their respective C. . id. ld ee 5000 
nonth nvork in December, at the time of the | districts. ertain accidental deat. o6n0eensenceseeccceses Be 
1 39 on meeting” of the insurance commissioners Accident Benefits $50 per WEEK for fifty-two weeks 
0,000 of and the lafe I residents Association. Dr. Two Made Field Superintendents $25 per WEEK thereafter (non-cancellable) 
B. I i. R. Neal of the Abraham Lincoln Life, Disability Income, Waiver of Premiums, etc 
. rm cairman of the executive committee, re- Edward Donaldson of Washington, . ° P 
produc-Meently sent out a questionnaire to mem-/| D. C., and E. L. Robinson of Jackson, 000 “ oo = 
siness ifmbers of the committee asking for an| Miss., have been promoted to field su- Also $5, : eee S109] ne $1000" —— _— t pad 
nths. «pression of opinion as to the place of | perintendents by the Washington Fidel- PTCRNUHS > AES Lv, — 9S oe x + ee ge 
meeting, and the returns so far received } ity National. 85—Juveniles age 10 years and upward—Monthly In- 
, come—Non-medical. 
> Day” B— — —————— eT ‘ 
; Insures and assures your client’s future and yours. 
rmuing i ‘% 
vice and W ITH INDUS RIAL MEN | Are you interested in an agency? Our Vice-President 
public HR} ‘ EE Eugene E. Reed, will tell you all about it. Write 
ce com: him direct . . . and directly. 








ice day" HOLD DETROIT CONVENTION | Maurer, Detroit east; sergeant-at-arms, 


Busines; E. Schroeder, Bay City. 
speak. $ | More than 450 representatives were 
Farge Division A Representatives of the West- present at the banquet and jubilee cele- NI D I AND ACCIDENT 
‘Unde ern & Southern, 480 Strong, | Dration for the entire personnel of the U TED LIFE “Nevrance company 
Buchan- Attend Meeting | Ww. J. Williams presiding. Concord New Hampshire 
Plans for the coming year's activities Prudential Appointments | Inquire! | 





of the Western & Southern Life in Michi- 


——— 

. / The Prudential has organized a new 
) gan and northern Ohio were discussed 
——— 


district in New York, No. 19. Ubaldo 
Lombardi, who has been with the com- 
printendents and agents of the com-| pany since Aug. 5, 1912, and has been 
pany at the annual convention of Divi- | connected with New York No. 1 as as- 
sion A, in Detroit, with a number of | sistant, is made superintendent. 


with the superintendents, assistant su- 












































the : - 

. home office executives present. Samuel/| Benjamin Leiwant becomes superin- —_—_ 

» ale H. Smith, gE = of ——— for | tendent of New York No. 1. He was 

| : the division, was in charge of conven- | appointed an agent there Aug. 11, 1916, J \Y 

surance tion arrangements. | and in 1924 was made assistant superin- Liberal policies 

IMpo0s- |} tendent. A new industrial office has rear 

pe Willi H x i | . “ 7 , panes 

District we Eenesy Suances been opened in Yonkers, N. Y., William T-H-E Good territory 

of this At the banquet of the W. & S. Legion, | A. Sieber, formerly of New York No. 12, ~ki~ am» 

. omposed of men who have represented | is appointed superintendent. He has COMBINATION Agency—Building SUCCESSFUL 
th company five or more years, Presi- | been assistant in his district. I-D-E-A-L Ci Ope tio f -- NATIONAL 
dent W. J. Williams was elected hon- Frank R. Steinhauser is appointed su- bed rom -- AGENCIES 

TO orary president of the chapter and was /| perintendent of St. Louis No. 5. He Home Office 

&ITUAL presented with a handsome diamond em- started with the Prudential in 1920 and _ 
blem, and Vice-President C. F. Williams | became an assistant in 1921. Efficient Claims 
was given a 30-year diamond pin. Offi- D. Arthur Mason, formerly superin- “\ Service i 

— Ap cers of the legion, who will guide the | tendent of New York No. 1, becomes su- 

Guin: activities of its 52 Division A members, perintendent of New York No. 11. An- ‘ 

Life & ee : eng as follows: chen oar My = | — w. Begg age ag meme Are you maki PROGRESS? If not, are you wil- 

a ugherty, Lansing; vice-president, M. B. | of New York No. , is transferred to s i 

Ys ve Alexander, Grand Rapids; secretary, A. R. | New York No, 18 in the same capacity. ling to spend 0 CENTS to learn WHY ational 

capital HM Hires, Kalamazoo; treasurer, E. W.| New York No. 18 is a new district. Casualty salesmen forge ahead continually? 

y supd- > > . 

ry = We have a full line of Commercial, Industrial, Group 

al and Deferred Payment Accident and Health policies. A 
annua . ’ - - 

punt 0! NEWS OF LIFE ASSOCIATIONS connection with this company will be the TURNING 

: i a POINT IN YOUR LIFE. 

italize 
HULL SPEAKS AT FORT WAYNE. _ mission earned by the agents who par- 

are WW ticipated in the four-week campaign NATIONAL CASUALTY COMPANY 

1 actu- 5 was only $11.45 will encourage similar % a . 

esident ( President and Secretary of State Asso- et Se at cities. = — — Detroit, Michigan 

8 room sagt - : ‘a na 5 was written and pa or. 

aul | ciation Talk Underwriter Pre Dividends have reduced the lapse ratio w.G. Curtis, President 

dic sented as Social Engineer to a very low point. Last month, as a 
nedica: result of three deaths, the hospital re- 
3» gel- ceived $7,500. 

Members of the Fort Wayne (Ind.) ‘ 
Members J . a a. 

h will J Association of Life Underwriters heard Detroit—Nearly 200 members of the 

as of three officials of the state and National Detroit association attended a luncheon 

" Mr associations at the last dinner meeting. | #* which Vincent B. Coffin, director of 

; State Speakers were Roger B. Hull, manag- —— ~~ a yee ean 

Ferson ing director of the National association: speaker. C. A. isher, assistant irector 

! Mans B. Oak “+ _ ’ | of the University of Michigan extension 

yenera s wel “4 akes, president or the In- courses, outlined the adult education 

na tor urance Research and Review Service | activities of the university and Lee M. 
ot Indianapolis and secretary of the | Gillette, general agent for the Penn Mu- \ \ 

Indiana association, and Paul W. Simp- | tual in Detroit, then introduced Mr. S S . m rn 

Ti President of the state association. | Coffin. A Financial Success from 

| “ir, Oakes i s * * * ; : : 

hat | of th Oakes talked pie the high spots Oklahoma—The Oklahoma association Volume Production 

ella ton ¢ national convention in W ashing- is planning a sales congress in January 

as i und and presented the idea of the life} with Dr. 8 S. Huebner as principal SOS Men who represent the “Company of 

quate €twriter of the future as the social | speaker. Other speakers tentatively an- WN CK Co-operation” work under conditions 

from eater of the country. Mr. Hull out- | nounced for the congress are Theodore ‘ : favorable to volume production. They 
roket- ‘ned plans and policies of the National | M. Riehle and — yoy gen- ae! \ have modern policies, constructed to 
yw “sociation for 1930 and presented a ee a \\ \N actually fit conditions met in the field. 

r, Its pom ot the plans and policies of the ¢¢ 8 They receive intelligent co-operation in 

mn re- en for the coming five years. San Francisco—Twelve new members \ \ the field and prompt home office serv- 

» Al di = discussed plans for the in- | were admitted to the San Francisco asso- | KS ice. “Co-operators” possess an en- 

vidual associations for Indiana. ciation at its last meeting, making the SSAS \ thusiastic regard for their work, the 
x *k x increase over the membership of last . ‘ ‘ licies they sell. and the Compan 
Seattl u year better than 69 percent. Dr. George SS \ \ — An ” This insures oe 
under ¢, Wash.— When Seattle life | B. Van Arsdall was the principal speaker. \ \ . » 

2isi0 Hn onienmarge) went out to raise a huge|N. J. Goldsmith, who represented the as-| & \ \ financial success. 

f Ac- Pedic  seseel und for the Seattle Ortho- | sociation at the convention of the Na-| & . 

and ene Spital in 1925 they faced many | tional association, made his report and told 
until ae — Saw behind the campaign | of the enthusiasm with which San Fran- BE A a al and 

r ’ Scheme to sell a lot of insurance. | cisco’s “bid” for the 1932 enti ras | & 

ynge U o a cisco’s i or the 2 convention was \ 

the rd the state law commissions of | received, 
gers » np who sold these endowment poli- Cc. W. Hollebaugh, member of the ex- 

ap- Dital wet be assigned to the hos-| ecutive committee and chairman of the 

elect Died b — of this fact, figures com- | educational committee, who has been ap- 

n at Mutual, she Dwight Mead of the Pacific | pointed editor of the “Pacific Under- 

g at » Showing that the average com- | writer,” was the recipient of hearty good 
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GIRARD LIFE 
INSURANCE COMPANY 


Opposite Independence Hall 
Philadelphia, Pennsylvania 




























Has excelent General Agency openings in Ohio and Mich- 
igan under— 


A GENERAL AGENCY CONTRACT WHICH 
MEANS 


Larger first year commissions 

Longer renewals 

Larger overwriting commissions 

All standard forms of policies (Participating and 
Non-Participating) 

Liberal disability benefits 

Double Indemnity benefit 

Guaranteed annual reduction in the premium 

Also cash dividends 

Low net cost 

Real Home Office Service 


Twenty-three years of careful and conservative man- 
agement has made the Girard Life one of the financial 
giants (assets over liabilities) in the life insurance field, 
with the distinction of having the highest possible rating— 
EXCELLENT. We seek General Agents of high character 
and ability, who are wiliing to devote their entire effort.to 
organization and development of a General Agency. 


Write us giving a word picture of yourself and your 
experiences. Your correspondence will be treated as con- 
fidential. 




































‘‘In This Way We Measure”’ 


LIFE INSURANCE COMPANY may well measure its success by 
the good it performs rather than by great size. Through eighty-six 
years Tue Murtuat Lire Insurance Company or New York, the “first 
American Company,” has measured its success by the scope, manner and 
degree of its service. In such a way it is measuring now as its service 
| broadens. ; a 
Issuance of contracts of all standard forms, substantial dividends, 
income settlement provisions, Disability and Double Indemnity Benefits, 
H and prompt payments and practices for convenience of members are 
embraced in its present service. ‘ 
It welcomes as field representatives those who know that success is 
according to the natural law of compensation—that the best comes to 
those who give out the best of themselves. 


The Mutual Life Insurance Company 


of New York 
New York, N. Y. 


GEORGE K. SARGENT 
2nd Vice-President 
and Manager of Agencies 


34 Nassau Street 


DAVID F. HOUSTON 
President 
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INDIANAPOLIS, INDIANA 


A Legal Reserve Life Insurance Company 
Popular Monthly Premium Plan 


Liberal Agency Contracts Non-forfeitable Renewals 
Opportunities for Agents & General Agents in Indiana 



































wishes when he was presented by Presi- 
dent Ebertz. Mr. Hollebaugh, who is a 
chartered life underwriter and an in- 
structor in life insurance in the univer- 
sity extension division, announced that 
institution is preparing to establish a 
coaching course for those desiring to 
qualify as chartered life underwriters. 
*x* * * 

Rochester, N. Y¥.—Ernest W. Owen, De- 
troit manager of the Sun Life of Canada, 
spoke this week to the Rochester asso- 
ciation. 

* * x 

Greensboro, N. C.—The relationship be- 
tween banks and insurance agencies was 
discussed before the Greensboro associa- 
tion by B. B. Vinson, Greensboro banker. 
President W. H. Andrews, Jr., gave a 
report of the Washington convention, 

* * * 

Minneapolis and St. Paul—In address- 
ing a joint meeting of the Minneapolis 
and St. Paul associations, M. C. Miller, 
vice-president of the State Bank of Chi- 
cago, pointed out that only 8.6 percent 
of the total value of human life in the 
United States is covered by insurance, 
while 95 percent of the property value 
is insured. Leon A. Triggs, president 
of the Minneapolis association, was 
chairman. 

* * * 

Columbus, 0.—V. Vivian Anderson of 
the Provident Mutual's Cincinnati agency 
spoke before the Columbus association 
on taxation. Mr. Anderson is a member 
of the executive committee of the All- 
Ohio Tax League, which is fostering a 
classification amendment to be voted on 
at the election in November. 

* * x 

Chicago—Lester O. Schriver, general 
agent for the Aetna Life at Peoria, Il, 
nationally known speaker, will be the 
drawing card at the Nov. 5 luncheon 
meeting of the Chicago association in 
the Hotel La Salle Mr. Schriver will 
speak on “How to Be Happy Though in 
the Insurance Business.” 

* * x 

Dallas.—At the annual convention of 
th Texas association here Sam Weems 
of the Minnesota Mutual at Dallas was 
elected president to succeed Harry D. St. 
John of San Antonio. R. A. Hittson was 
named vice-president to succeed Mr 
Weems, and Dave Johnson of Houston 
was elected secretary-treasurer. He suc- 
ceeds R. F. Palmer of San Antonio. 

Among the chief addresses at the sales 
congress which featured the annual 
meeting were those by W. A. Tarver, 
chairman of the Texas insurance com- 
mission; George E. Lackey of Oklahoma 
City, and Harold J. Cummings of §8t. 
Paul. Mrs. W. F. Chamberlain discussed 
insurance and its advantages and how 
she believed it should and could be sold. 

Others making addresses at the con- 
vention were J. J. Laidlay, Joe S. Smith, 
Henry Camp Harris, Malvern Marks, 
Sam Weems and O. D. Montgomery. 

An invitation was extended to the 
managers of general agencies to attend 
an insurance school in Oklahoma City 
Nov. 11-13. The convention closed with 
a banquet. Some two hundred life in- 
surance men attended the congress. 

* * x 

Spartanburg, 8S. C.--William A. Law, 
president of the Penn Mutual Life, was 
the speaker at the October meeting of 
the Spartanburg association. Mr. Law 
said that life companies, in spite of the 
fact that policies in force are almost 
equal to the annual national income, 
haven't “scratched the surface.” Mr. 
Law expects the amount in force to be 
four or five times the income in _ the 
next decade. 








New Policy Contract Issued 


The’ Union Central Life this week 
starts issuing its new policy contract, 
which instead of retaining the conven- 
tional form for life policies is composed 
of separate pages bound together and 


stitched, thus avoiding the bulkiness of 


policies to which there are a great many 
riders attached. The principal change is 
in the page devoted to the beneficiary. 
Eleven different forms have been made 
out for this page to take care of the 
various conditions under which a bene- 
ficiary may be named. Other changes in 
the policy are in the clearness of the 
wording of the contract so as to avoid 
misunderstandings as to meaning and 
a green border replaces the brown, as 
used heretofore. Although many of the 
officials of the Union Central had much 
to do with this change, a great deal 
of the credit for this new form is given 
to Geo. L. Williams, chairman of the 
board, and W. Howard Cox, secretary. 


Every wide-awake life insurance man 
should subscribe for his own personal 
copy of The National Underwriter. 








November 13, 


Luther Reviews 


New Field Plan 


(CONTINUED FROM PAGE 4) 
and supervisory ability, and who, 
were convinced, could shortly becom 
general agency material, were s¢ 

Gave Them Special Course 


“Realizing the necessity for special. 
ized training to fit them for this work 
department heads and assistants fron 
every department in the company pre. 
sented to them during a two months 
training period, every phase of home 
office activity, and justified to then 
every point of procedure and _ policy 
This period we terminated with th 
Life Insurance Sales Research Bureay; 
managers school. 

“There remained the month of De. 
cember in which a most searching an 
intensive analysis of the results in eae} 
agency, in production and man-power 
building over a five-year 





period was 
made by the agency department and the 
division superintendents, completing this 
work for the year in preparation for the 
first visit in January of 1929. 

Ne felt it important that the infor- 
mation to be carried and the general pla 
of agency visits in each division should 
be similar. I will outline briefly and 
in no detail the more or less standard 
kit which they arrived at and carried 

Itemizes Kit Carried 


“1. Company book—information ar 
forms pertaining to contracts, both gen- 
eral agent’s and agent’s; information and 
forms pertaining to our limitation of ex- 
pense system; information and forms 
pertaining to conservation of | 
and statistical analysis of all « 
totals: 1. Production; 2. man-} 

“2. Agency book—A section for eac! 
agency in the division, map of the ter 
ritory by centers and by buying power 
record of man-power development for 
five years, tracing each individual agent 
contracted with during that period; con- 
servation record for five years; under- 
writing record; current statistical! anal) 
sis with all factors pertaining to tota 
income, expense, and product al 
current production analysis by indi 
ual agents. 

“3. Control file—One for each agenc 
was mailed from Hartford in accordane 
with the division superintendent's itin 





erary; history of agency; last visitatior 
report; recent correspondence of impor 
tance; current and yearly financia! state- 
ments and limitation of exper stat 
ments. 

“4. A personalized ‘sales pr ectus 
book’ for selling the business to a nev 
man. 

“5. Workable plans and _ methods 
with sample forms and explanatory ma- 
terial in every phase of age man- 


agement, following somewhat t phys 
ical sections of the bureau’s ‘Handbook 
of Agency Management.’ 

“6. Source book of material for edu- 
cational or inspirational age: meet 
ings to be held on the trip. 


Commanded Attention 


“Literally armed with mor 


tion concerning every phase of the! 
dividual general agency operation a! 
accomplishment than the gene agent 
himself knew or thought it was possible 
for anyone outside to have, tlicse mea 
were prepared to command the genera 
agent’s attention, respect and « denc 
Accumulating as they went, and ¢& 
changing with each other on each retut 
to Hartford, they added to their equip 
ment the best of workable ins an 
methods in every step of age! opera: 
tion, passing on to the next general 
agent anything which he could adapt! 
his operations and thus serying as * 


clearing house or reservoir of tat wht 
was productive of results. 

Criticism Is Direct 

“The plan was in no wise designe? 

for espionage purposes and the “™ 

fidence of the general agents in the pl 

was held because when the — i 
perintendent found that uch 


con- 
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ACROSS 
THE 
NATION 


Extends the Territory of 


The PROVIDENT 


LIFE AND ACCIDENT 
INSURANCE COMPANY 


Chattanooga, Tennessee 














Somewhere on This Broad 
Map There Is an Agency 
Opportunity for You 


with 


LIFE INSURANCE 


Modern Policies at Low Cost 
—Liberal Agency and Prompt 
Service 

or 


ACCIDENT & HEALTH 
INSURANCE 


Full line of Broad Coverage 
Commercial Policies, Quick 
Selling $5.00 and $10.00 Auto- 
mobile Accident Policies and 
Accident and Health Insurance 
on the Monthly Premium and 
ay Order Plans. 


GROUP LIFE 
INSURANCE AND 
GROUP ACCIDENT 

AND HEALTH 

INSURANCE 
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thought ought to be criticised, he there 
and on the spot confronted the general 
agent with it, supporting his criticism 
with reasons and with remedial plans 
wherever possible, before reporting the 
matter for criticism in the agency re- 
port. 

“We realized at the outset, and the 
year’s experience has further proved, 
that any plan of individual supervision 
must be devoid of rigidity and have that 
flexibility which would make it none 
the less effective, while replacements 
were taking place in the ranks of these 
men, who according to our purpose were 
fitting themselves for general agency op- 
portunities. 

“We feel that our purpose in super- 
vision of the field is based on the right 
conception, and we hope to _ effect 
marked improvement and efficiency in 
the physical means by which we are at- 
tempting to carry out this purpose.” 


Growth of Life 
Insurance Told 


(CONTINUED FROM PAGE 4) 


of the total coverage. Oftentimes vari- 
ous forms of protection are being sold 
ix one package. This has eliminated 
many expenses automatically and sys- 


tematically. It has introduced into in- 
dustry the science of humanics as 
distinguished from economics. It is 


reducing labor turnover, relieving indus- 
try of the burdens of old age pensions 
and assuring comparative financial inde- 
pendence to workers in the years to 
come. Life insurance is aiding industry 
by establishing research work along 
safety, production and engineering lines, 
the justification for which is to be found 
in the fact that anything that happens 
to steady the payrolls makes for steady 
payment of premiums by those on them 
holding policies and possible contracts 
from the others. 
Answers Old Age Question 


Chairman Hyde, in commenting upon 
Mr. Kavanagh’s address, said that he 
believed that it proved that life insur- 
ance is giving the answer to the age old 
question, “Am I My Brother's Keeper?” 
The strange thing is that it is coming 
along economic lines, and proving to 
human beings that they are not naturally 
antagonistic, but have common problems 
bearing down upon all. It is teaching 
that along with privileges go responsibil- 
ities, and by meeting these progress is 
made. 


Staged Hold-up Fe eature 
in Pilot Life Outing 








For the first time since 1925, the en- 
tire staff of Pilot Life of Greensboro, 
N. C., as guests made a picmic outing to 
famous Pilot Mountain, from which the 
company takes its name and trademark. 

This mountain is unusual in that it 
towers 1,200 feet high from the rolling 
Piedmont plains and is isolated from all 
other Blue Ridge Mountain formations 
The top rises in sheer granite cliffs, 
| three-crowned. A motor road has been 
| completed to the base cf the pinnacle. 
| The staff made the trip to the foot of 
| the mountain in three special railroad 
coaches, in one of which a theatrical 
stage had been arranged, upon which 
rumerous skits and entertainment fea- 
tures were staged onrroute. 

The exciting feature of the outing 
proved to be a well-staged holdup on 
the return trip. With the connivance of 
the train crew, the train stopped sud- 
denly after dark, whereupon two husky 
bandits with dangerous looking gats 
boarded the central car into which 
everyone had been enticed for the occa- 
sion, 











President Weds Vice-President 


Announcement was made last week of 
the marriage of J. M. Kirkpatrick, na- 
tional president of the Security Benefit 
Association of Topeka, and Mrs. Fred- 
ericka Sutherland, national vice-presi- 
dent of the fraternal, in Kansas City. 
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Active Markets in 


Insurance Stocks 


Bank Stocks 


Miller Investment Company 
120 So. La Salle St., Chicago 


Telephone Franklin 7888 
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We Write All Standard Forms of Participating and 


Non-Participating Insurance Contracts and in 


Addition the Following SPECIALS 


1. Ordinary Life Special $5,000. 


2. Personal Life Monthly Income for Rejected Risks. 


S. The Best and Most Liberal Sub-Standard Facilities. 
4. Children’s Educational Policies age 1 day to 10 years. 


5. Up-to-date Health and Accident Policies. 
We welcome to our Ranks only 
character and integrity—men who are intent 
cess—and to whom we offer exceptionally liberal 
ftable contracts. 


Very desirable territory open in 


Address S. M. CROSS, President 


serious-minded men of 
upon suc- 
and prof- 


OHIO — INDIANA — KENTUCKY — TENNESSEE 


OLUMBIA LIFE 


INSURANCE COMPANY 


Cincinnati, Ohio 

















IT CONCERNS 
GENERAL 
AGENCIES 
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ince Company of America 


MILWAUKEE, WIS. 


Is operating in the following states: 


Drop Us a Line if Unattached 


California Minnesota South Dakota 

Illinois Ohio Texas 

lowa Oklahoma Washington 

Michigan Oregon Wisconsin 
Pennsylvania 


LIFE, ACCIDENT & HEALTH INSURANCE 
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$1,000 to $1,600 


Ordinary Life Insurance at An 
Average Cost GUARANTEED 
OF ONLY $14.00 per $1,000 
ALL PREMIUMS 
RETURNED 


in addition to face of policy 
in event death before age 60 


MR. AGENT 


Doyoucare forQUALITY? 
Age, Sound Experience, 
Low Cost, a Splendid Rec- 
ord for over 71 years? 


Then why not take 


FULL FACE ‘THEREAFTER 
an Agency for 


AND PREMIUM REDUCED 20% 
Original cost, age thirty, $21.40 


r $1,000 age 59; $17.1S 
per 0) oie | LHe ST. LOUIS 
Write for Sample and Particulars MUTUAL LIFE 


This is one of many unique contracts 
issued by 


Federal Union Life 


FRANK M. PETERS, President 
Ohio 


Are you interested in Illinois, 
Missouri or Kansas territory ? 
3640 Washington Ave. 

ST. LOUIS, MO. 








Cincinnati, 


























Alamo Life 


. SF te he 
bf 


GRAHAM DOWDELL, President 





A progressive up-to-date company with a program of expansion 
and growth. 
All Texas is our field. 
The Fast Growing Company of the Southwest 


SAN ANTONIO, TEXAS 








GLOBE LIFE INSURANCE CO. OF ILLINOIS 


431 S. Dearborn St. Chicago 


POSE BARRY DIETZ WM. j. ALEXANDER 
President Secretary 


Successor to 


GLOBE MUTUAL LIFE INSURANCE CO. 


INCORPORATED 1895 T. F. BARRY, Founder 











Trained Agents 
Best Producers 


(CONTINUED FROM PAGE 5) 
ing of agents immediately following a 
field school should be drafted and placed 
in the hands of our managers and gen- 
eral agents. 
Outlines Five Advantages 

was sent out to a 
all of whom re- 


“A questionnaire 
number of companies, 
sponded promptly and in detail. All the 
reporting companies agreed that field 
schools have the following advantages 
over schools of other types: 

‘1. Field schools bring home office in- 
struction to the field, resulting in a great 
receiving training who otherwise 


many 
would not due to their unwillingness to 
leave their territory for home office 


schools, as well as other reasons. 

“2. Each agency usually presents a 
different problem, so the field school 
work can be adjusted to solve the 
agents’ problems on home ground. The 
work can be made more practical. 

The plans outlined in the course 
can be put into immediate practice as the 
men lose less time from actual field 
work. 

“4. Field schools stimulate a deeper 
interest in study and self-improvement 
and build company loyalty. 

“5. Field schools are less 
than home office schools. 


expensive 


Urges Small Classes 


“In regard to the length of the course 
there was a difference of opinion rang- 
ing from three days to two weeks, with 
one week being in the majority. 

“The consensus of opinion among the 
reporting companies was to the effect 
that both old and new men can be 
trained effectively in the same school. 
The majority of companies favor a class 
of 15 to 20 in number as being the ideal 
size, and 10 as a minimum. We find a 
majority favoring the following subjects: 
Needs for life insurance, principles of 
life insurance and salesmanship. 

“Each company uses sales demonstra- 
tions. In one company sales demon- 
strations formed the greater portion of 
the work. 

“Only one company reports that field 
work is not required. The majority 
start field work the afternoon of the 
first day with the manager or general 
agent and agency supervisor, each stu- 
dent being required to make a daily re- 
port of the number of calls, interviews 
and amount of business written. 


Few Graduation Rules 























“Two companies report no require- 
ments for graduation, and the others 
MARYLAND!?! 
General Agency positions open at, 
CUMBERLAND HAGERSTOWN 
FREDERICK ROCKVILLE WESTMINSTER 
Excellent territory—Special Direct Contract—Wholehearted 
Home Office Cooperation 
George Washington Life Insurance Company 
CHARLESTON, WEST VIRGINIA 
HARRISON B. SMITH, President 
oT 





IOWA 








COLORADO———ILLINOIS——— INDIANA 


—ARKANSAS—CALIFORNIA— 


O. W. JOHNSON, President 


KANSAS————_KENTUCK Y———- MICHIGAN—— MINNESOTA——- MISSOURI 


“‘INDEPENDENCE FOR DEPENDENTS’’ 


Request details for our remunerative contracts for 


AGENCY MANAGERS FOR 
PENNSYLVANIA, OHIO, WEST VIRGINIA, ILLINOIS, INDIANA, COLORADO 


You will benefit by our special attention now to these States 


SECURITY LIFE INSURANCE COMPANY OF AMERICA 


134 North La Salle Street, Chicago 
OHIO———-—-OREGON—— PENNSYLVANIA——— TENNESSEE——_— VIRGINIA——— WASHINGTON——— WEST VIRGINIA——NEBRASKA 





HLUON 


VNIIOUVO 


S. W. GOSS, Vice-President 
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PEARCE H. YOUNG 







Assistant Secretary Missouri State Life 


















































the 
—— negative- 
require examinations ranging from one Hj" ™ 
oral or written test to three written s and 
tests. medical e 
“Only one company made any attempt HRM" i 
to estimate the total cost of conducting thes 
a school, and it was an estimate of $430 ** -disre 
for the average size school, or a little ge that 
less than $20 per enrollment. One com- §j*°US i 
pany that takes care of hotel bills, in- °°," - 
cluding meals, stated that the average" “>. he 
cost for that item was $52.61. > will 
“During their first contract year Mg{oeretor 
school agents write, on the average, i gg°t ™ 
percent more business than non-school * os 
agents. This is practically two-thirds" ™4" 
more. See the . 
“Average volume of business, first full Them 
12 months: School agents, $112,801; n The sl 
school agents, $67,955. During ther °"* °" 
second contract year the average state 
monthly paid business of school agents oe 
57.4 percent greater than that of non- cath 
school agents. Average monthly pro: lute! 
duction, second year: School agents . a . 
$10,770; non-school agents, $6,842. Ph of 
“School agents produce 34.9 percent he 
more cases than non-school agents in. 
their first contract year. Average num- stnltpeocd 
ber of cases produced in first 12 months: ail “9 
School agents, 21 cases; non-school my ; 
91% ” 14 « 
agents, 21.5 cases. as by at 
surance 
Frank H. Davis to Speak I hav 
The list of Canadian speakers who wil °°" dif 
address the educational congresses ¢ mipanie 
the Canadian Life Underwriters’ Asso- J *¢ men 
ciation Feb. 10-15, 1930, will be supple f+ *W © 
mented by an American speaker, Frank J ™*thod « 
H. Davis, general agent of the Pen Why Th 
Mutual Life at Denver. The meeting: of Sell: 
will be held at Edmonton, Alta. an : 
Vancouver and Victoria, B. C. isco 
it save 
paint a | 
s 
More Penn Mutual Agency School 
The Detroit. Toledo, Grand Rapids 
and Saginaw agencies of the Penn Mr 
tual had a three-days school in Detrot 
under the charge of Vincent B. Coftt 
In addition to conducting the sales clas R 
Mr. Coffin was the luncheon guest ‘ 
the Detroit Life Underwriters’ Associa: 
tion, and gave his address on “Worms 
In the last part of the week a three 
days school was held at Mi ilwaukee 
During November Mr. Coffin and h 
assistants will hold schools at Louis 
ville, St. Louis, Omaha, Denver 2% 
Kansas City. At Kansas City he ™” 
address the life underwriters associat 
Offers Group Combination Suze of 
The Hoosier Casualty of Indianape complete 
lis, which recently entered the groe ‘uth 
insurance field, has effected an arrange over all 
ment with the American Central ¥(ul2l 
which makes it possible to issue ° 
age pension and group life coverags 
along with group accident and health Yc 
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‘Sell Examinations First” Is Classed as 
Greatest Action-Getting Idea in Sale of 


Life Insurance—Cuts Down Resistance 
By THEODORE M. RIEHLE 









































would like to give you a few actual 
| illustrations. I an picked several cases 
| out at random this year, and in not one 
of them did I discuss life insurance in 


detail, and in most of them I never even 

wae my subject. 

ase No. I wrote 
“Dear Herbie: 

“I think it is time for you to 


a man this letter: 


be looked 




















in- 
was 


discussion about life 
after the contract 
that discussion ema- 
buyer not from me, the 
That was getting the buyer's 
to me rather than my lan- 
salesman’s, to the prospective 


There 
surance 
is sued, 
nated 
seller, 
language 


was 

until 
and then 
from the 


no 


guage, the 


buyer. 









Equitable Life of New York, New York City over, so I am going to arrange to have | Use Mayor’s Proclamation 
a medical appraiser down to see you on Examining City Employes 
personally believe, based on my ex-|} less conversation you use, the quicker | next Friday morning, about 10 o'clock 
rience and the experience of many of | you will get to the point. Presume this is O. K.” ; Not long ago the mayor of New York 
: te large producers I know very well, It permits you to submit something I had no negative response. I made| issued a proclamation that all of the 
os ‘ut the greatest single positive—not | definite, the most concrete thing we] the appointment, issued $50,000 and it | 117,000 employes of the city had to be 
egative—action-getting ideain the sale | have, the vehicle that supplies the need. | was sold. The case wasn’t sold; it was examined by a physician and be in good 
— life insurance is to know your busi- | You can submit a contract actually in bought. The man really wanted some physical condition, <A million dollar 
written ees and not talk about it, but to sell! the prospective buyer's name. _| life insurance. He wanted more but if underwriter said to me: “Why wouldn't 
rs edical examinations rather than life in- | It gives the prospect the advantage of | I had gone to him, I believe, in the it be a good idea to capitalize on that? 
anal nce in the first instance. | an examination, which in itself is a valu- | regular way, I would not have sold him We got out a simple letter to our 
Dewees he trouble with most of us is that] able thing. It is by far the best weapon | in the first instance, or if I had sold policyholders and clients while the thing 
of $450 . disregard the fundamentals. I be-| against competition. wt allows you to| him finally, it would have been with Was still hot in the newspapers: 
a little gy eeve that America is life insurance con- | challenge a man’s ability to pass an ex- much greater effort on my part. My ‘Dear Mr. Jones: cee 
ne bey scious and that every man in America | amination. Once a man is examined he | objective in life insurance is to accom- his is periodic examination week (be- 
tle & sin the back of his mind or the back | is 60 percent sold. plish the most in the minimum length | cause that is the way the mayor phrased 
average yo Nis heart somewhere that some time | Especially Valuable to of time. a = a potas vd porwr ner ts 
he will buy additional life insurance. Rew Maen in Business Asks if Doctor Would ; von » a — press ime ; orholde 
ct vear gg aeretore, my thought is to come to the | : : ; Bet on His Condition attention s eing par to po iC y 101¢ wel 
: wee intate » close | re > ste he new agent |} service (which is, of course, always 
rage. @ it immediately, to jump to the close From the standpoint of the Ag Sniper ne 5g ; a8 A ; lwa} 
n-school Mgt once, and in the first instance to get | —and when I say new I mean a recent No. 2: This is a very interesting true ) e are examining all of our 
iia. Meny man examined, | appointment or within the last year or! case. A man, aged 60, $165,000 of in-| policyholders without charge or obli- 
tee * | two—it is very. very fine, as a method | surance, a director in a life insurance | gation of any kind. The only require- 
: a: See the People, Get | of selling life Insurance. To prove my | company not my own. | approached ment on your part is to make a definite 
arse we Them Examined Today poten I will read a paragraph from a | that man on the basis of having him | appointment Please return the enclosed 
01 ; noe. The slogan in the agency of which I | letter written by a neighbor of mine | self looked over. I knew he had been| card arranging a convenient time when 
18 ener am proud to be the active head is, “See | who has been very successful in his first | ill, about a year be fore, with pneumonia. our medical appraiser may call.” 
Racca: - e people; get them examined today,” | vear’s business, due to this: I knew he would tell me, which he did, It resulted in 30 complete cases. 
pe and if you will analyze those few words “From the standpoint of the new | that his doctor had discharged him as being | Would Sell Business 
nly pro eo will find that they incorporate | agent, the big advantage is that it is | 100 percent O.K. I asked him if his doctor | as Quickly as Possibl 
: = absolutely ever motivating power in the | not necessary for him to know as much | would bet on it. He asked me what I meant. y e 
-'s selling of life insurance. When you talk | about life insurance in order to sell the | I told him that was all right for a| The big thing is to sell the business 
percent ¢ insurance as such, you create resist- | Xamlunation as it Is necessary if he were pervass he - Say but it didn't as quickly as possible for the benefit of 
Raney ne The “no” is automatic. W hen attempting to sell life insurance, _W e | mean ee, nae that ay comatian, all concerned. The next big thing is 
re mu you can arrive at your point without | all know that a man in this business | if it was the truth, was wi ing to et | not to talk it one word more than is 
months: 'C", Mentioning life insurance, in my | has to sell a long apprenticeship before | on it, and wouldn't he like to know that | necessary. We all know that unless we 
n-schoo! Mion, you will come to the close | he knows this business thoroughly or | there was a company which was willing | are selling annuities, we have to get 
quicker and render just as good service | even half thoroughly. — : _ | to bet 20 to one on that being a fact.| th. man examined. We all know that 
as by approaching the words “life in- a Here is another point: If a man is So he was examined. | used my com- | on the average they will say, “No” to 
surance” in the first instance. interested in buying insurance, or even | pany’s limit for his age, laid it on the | us if we try to sell them life insurance 
k I have collected considerable data] if he is just curious and wants to look | desk in front of him, never opened my | jn the first instance. 
who wil §%m different sources—men in other | at some figures, he is entitled to the | — and he bought it. _ | Coupled with this must be naturally 
.sses of panies, men in my own company, | best service possible, which can only be ase No. 3: In my car, driving down- a knowledge of the business. And the 
’ Asso [2d men in my own agency. Here are| rendered through an examination. It sae with a man, the question of health | higher the knowledge the greater the 
supple- itew of the points as to why that} allows a new man to get a prospect ex- came up. his is an old gag, but it result per case, of course. 
. Frank i "ethod of selling life insurance is good: | amined and turn over something definite | works time and time again, and I be- ebeatgechitas 
e Pen Why This Method to a good —_ who a then be a . | lieve a. re oe se wivet we fatter curesives, and then 
neetings of Selling Is Good | ested in wor sagen on one — jointly. 2 | examines : 7. oH ike : “| the flattery of others is sure of success. 
ta., an think that is a very, very vital point. If | that is the point in selling lite insurance. | 1+ awakens our self-love within, a party 
t saves the prospect's time | you operate on this method, the worst Until he is examined, he is worthless | which is ever ready to revolt from our 
It saves the agent’s time. You can't! break vou will get is to be even. to vou. It was a bet of a hat, a $10] better judgment and join the enemy 
ont aint a house with applesauce, and the! Now out of my own experience I | hat, and $100,000 of insurance resulted. | without.—Steele. 
“4” $ 
n Me 
Detr Many General Agents Greatly Increase Their Production 
— By Using the Standardized 
eS Cia> 
= ALLWIG Commission RECOR 
orms COMMISSION 
. three 
wauke AS A PRODUCTION OR CONTEST PRIZE 
_ Why not give your agent something that will help him in his work rather 
er and than a prize that will take him away from his work. Due to the publicity 
he wil the DALLWIG RECORD has had it makes an excellent production prize, 
citi Many managers and general agents have offered a few Dallwig Records 
as prizes for certain month’s production with excellent success. Do not 
, miss this opportunity of increasing your production at so low a cost. 
anape- a OFF THIS COUPON AND MAIL TO-DAY®®3? 3? 3° ooo =— 
. rou? : “It dignifies your business”’ 
a P. G. Dallwig, Inc. 105 W. Adams St., Chicago. 
rrang* Send information at once without obligation on how we can use the 
al Litt i Standardized DALLWIG RECORD as a production prize 
ue ¢ i 
yveragt ! WAMG cccccccccccce ccccceccces PITTITITITTIT TTT TTT TTT Tite 
paltl Your Agent’s Name in Gold on the front cover of the binder as illustrated. BS BRIERE ccvccocnscccscccccccccscesesecsccoscssenccesoesocccosocsconescnocsssooscosooeneee 
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ACTUARIES 





CALIFORNIA 


1OWA 








Barrett N. Coates Cart E. Herrurtx 


C oaTEs & HERFURTH 
CONSULTING ACTUARIES 





RSTON L. MARSHALL 
CONSULTING ACTUARY 


Hubbell Building 











1¢0 N. La Salle St. 
Telephone State 7288 
CHICAGO, ILL. 








A. GLOVER & CO. 
* Consulting Actuaries 
128 North Wells Street, Chicage 
Life Insurance Accountants 
Statisticians 


yineeceamssee = Tos*ANGELES DES MOINES, IOWA 
ILLINOIS MISSOURI 
LEXANDER C. GOOD 
ONALD F. CAMPBELL A 
CONSULTING 404 R.A. Leng Bids. 
ACTUARY Tel. No. Harrison 4898 


Kansas City, Mo. 





NEW YORK 





Mi M. Dawson & Son 


CONSULTING 
ACTUARIES 


se W. 44th St. New York City 











INDIANA 


HAIGHT. DAVIS & HAIGHT, Inc. 
Consulting Actuaries 
FRANK J. HAIGHT, President 
INDIANAPOLIS 
Omaha, Kansas City 





OODWARD, FONDIL- 
LER and RYAN 
A <-—— J Actuaries 
Richard yo Harwood eee & Ryos 
Jonathan G. Sherp 
75 Fulton Street 
New York | 





OKLAHOMA 








ARRY C. MARVIN 

Censulting Actuary 

2105 North Meridian St. 
INDIANAPOLIS, INDIANA 











41 a | 
NSELOR LAW 
* CONSULTING ACTUARY 
Premiums, Reserves 
Values, etc., Calculated. * Valuations 
and Examinations Made. Policies 
and all Life Insurance Forms Pre- 








= S The Law of Insurance « 
ialty. 
Colcord Bldg. OKLAHOMA CITY 














ARE YOU AWAKE TO OPPORTUNITY 
Life Insurance Men of Vision Know That the Greatest 


ity 


Opportun 
Is with the Company That Is 


NOT TOO LARGE 
NOT TOO SMALL 


NOT TOO OLD 
NOT TOO YOUNG 


The Solid Growing Company Officered by Men Who Are Agency Minded 
WE HAVE THE TOOLS 


Participat id Hen-Pastiieetes Policies—Men and Women on Equal Terms—Total 
dion y and Double Indemnity 





Circularization Aids—Supervisor’s Help—Direct Contracts, Human Relations, Liberal 
Contracts and Special P Producer’s Clubs 


If You Are Ready for a eral 


Gen Agency sney There Is Desirable T: 
1OWA—NEBRASKA—MINNESOTA A—AND SOUTH DAK 


Open in 
AKOTA 


THE OLD LINE 
CEDAR RAPIDS LIFE INSURANCE COMPANY 


Jay G. Sigmund—Vice-Pres. & Agency Director 


COL. C. B. ROBBINS, Pres. 


Cc. B. SVOBODA, Secy. 


CEDAR RAPIDS, IOWA 

















The Life Insurance Company of Virginia 


1871 


JOHN G. WALKER 
Chairman of the Board 


58 Years of Existence 


1929 


BRADFORD H. WALKER 
President 


Richmond, Virgmia 




















Leading underwriters have contributed to this unique book by 
J. Stanley Edwards. Price $2.50. f 
Underwriter, A 1946 Insurance Exchange, Chicago. 





Order from The National 








FOR SELLING 


Unusual Plans LIFE INSURANCE 
































The people of the United States spend 
86 percent of their annual income and 
save 14 percent. The annual income in 
1929 is expected to be $161,000,000,000, 
in 1928 it was $97,500,000,000, and the 
1927 figure was $94,000,000,000.—Alex- 
ander Hamilton Institute. 

ee ¢ 

“A live man pays 25 cents for a 
shave; a dead one pays $5. A wool coat 
costs $50; a wooden one, $500. Taxi 
for the theatre is $1.50; to the cemetery 
it is $5.50. A hired man plants corn for 
40 cents per hour, but for planting you, 
he gets four times that much, For 50 
cents you can fill your hide with home 
brew, but the embalmer gets $15. It’s 
cheaper to live.”"—John W. Hall. 

* ss 2 

“We may dream of independence, de- 
cide to set about a conquest, and be 
determined to pursue it until it is won, 
and still end in the poor house, unless 
straight thinking and detailed planning 
are put into the venture. Economic in- 
dependence is the safeguard of intellec- 
tual and spiritual independence.”—Dr. 
Glenn Frank, president of the University 
of Wisconsin. 

*x* * * 

Only one fire insurance policy in each 

1,260 written ever becomes a claim. 


Every life insurance policy that is kept ,; 


in force becomes a claim. Of 1,260 men 
at age 35, 11 will pass on this year. 

Automobiles kill 14,000 persons each 
aoe. which is at the rate of 38 every 

ay. 

More than 7,000 passengers and em- 
ployes are killed each year in railroad 
accidents. 

One person dies of illness every 30 
seconds, 120 every hour, 2,880 every day 
and 1,051,200 every year. 

One person is accidentally killed every 
six minutes, 10 every hour, 240 every 
day, 87,000 every year; 876,000 persons 
are under sentence of death by accident 
during the next 10 years; 6,300,000 will 
die of disease during the same 10 years. 
—Conmutopics. 

* x 

“Life insurance avoids the uncertainty 
of leaving things to the neighbors. It 
is a business plan founded on the laws 
of mathematics, to provide for those de- 
pendent upon us in the case of death. 
Life insurance is no charity. Life in- 
surance is a duty and it is a privilege. 
Don’t leave your loved ones to the care 
of the public or the neighbors. The 





neighbors have many troubles of their 
own.” —E ard. 
es ¢ 2 


Three percent of the applications for 
loans made in the personal loan depart- 
ment of the National City Bank were for 
the purpose of paying insurance pre- 
miums, according to an analysis recently 
made by the bank. Medical and dental 
service accounted for 30 percent of the 
loans; 14 percent went for the purchase 
of home equipment; 11 percent went for 
business emergencies. 

* * 


“The growing custom of insuring the 
lives of partners, proprietors and im- 
portant officials for the benefit of the 
business has been warmly advocated by 
the National Association of Credit Men, 
because it tends to stabilize an enterprise 
in the emergency of a serious loss and 
increase its liquidating ¢ capacity. 

“Life insurance is very definitely a 
business asset, and an element of great 
importance in the credit of a concern. 
The death of a partner or of the direct- 
ing genius, around whom the success of 
the business has been built, ‘nay be the 
cause of serious consequences, unless a 
fund is immediately available to span the 











FACTS and FIGURES 


Significant Statements, Special Statistics and 
Pertinent Points—the Basic Material 
of Life Insurance 


Compiled by C. D. Spencer 








uncertain period of a new propriet 


ship, and to maintain the confidence 
creditors. 
“Credit executives should be fy 


aware of the great possibilities in pg 

nership and corporation life insura 

as a means of protecting and strength 

ine business, and of stabilizing credit 

The National Association of Credit Me 
* * 


“Our national wealth is now pla 
at 350 billion dollars. Based on act 
earnings, the present insurable value 
the American people is placed at 
trillion, one hundred million dollars, 

“The difference between the ta 
amount of life insurance now in fo 
—100 billion dollars—and the p 
insurable value of the American peo 
—two trillion, one hundred million & 
lars—measures the size of the life ing 
ance market—the opportunity of life j 
surance salesmen.”—Hugh Hart, Pe 
Mutual Life. 

* * * 

“It is estimated that there are no 
120,000,000 life insurance policies issue 
in this country and 86,000,000 of thes 
are industrial policies, an average 
72 percent of all policies written’ 
Alfred Hurrell. vice-president Prude 
tial. 

* * 

The total income in the United State 
for six months ending Sept. 1 is est 
mated at $30,384,000, an increase ¢ 
1 percent for the same period last yea 
—Brookmire Economic Service. 

* * * 

There were 1,360 death claims for $ 
000 or over in 1928. 

sa 


“It is ten times easier to assemble 
$1,000,000 of capital than to find t 
right man to manage the capital 2 
sembled.”—James J. Hill. 





Four Policy Provisions 


Should Be Observed 











People holding life insura shou 
pay particular attention to the contrat 


tual features of the policy so that 
case they are unable to pay their pr 
ium they can avail themselves of s 


eral of the beneficial features, 
Commissioner M. A, Freedy at t! 
consin Life’s agents meeting 
kee this week. 

Mr. Freedy pointed 
four 


out tl 
provisions of the life insura! 
policy of great benefit to the i 
He said there were provisions in? 
policy for cash value; for extended 

surance; for paid up insura and tr 
premium loans. Failure 
these options often works at har 
hips upon beneficiaries. 

Under the cash value opti 
pany pays the full reserve 
policy in cash, less a surré r om 
which never exceeds 2% percent 
face amount of the policy, 
entirely after 10 years. 

Extended insurance mea e = 
amount of the policy is extended ’ 
such a period as the abov 
(considered as a single pr 
purchase. 

Paid up insurance 
value is also used as a sins 
to purchase limited paid-u 
for the whole life or the °' 
endowment period. a 

Under the premiums loa ption © 
successive premiums as t! ian 
are paid out of the cash va! 





mea! 
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WwW. L. MOODY, JR. W. L. MOODY, II} W. J. SHAW 
President Vice-President Secretary 
SHEARN MOODY T. L. CROSS 
Vice-President Vice-President 


American National 
Insurance Company 
GALVESTON, TEXAS 
$568,557 ,042.00 INSURANCE IN FORCE 


We Have Openings for Live Men in 


Konsas Minnesota Texas 
Kentuchy North Carolina West Virginia 
Michigan South Carolina 
Under Direct Home Office Contracts 
ORDINARY—INDUSTRIAL 


GROUP—HEALTH AND ACCIDENT 


Liberal First Year and Renewal Commissions 
Up to Date Policies—Non Medical—Group and Special Low 
Premium Plans Offering New and Attractive Features. 


If Interested Address 


AMERICAN NATIONAL INSURANCE CO. 


GALVESTON, TEXAS 
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A YEAR OF 
SIGNIFICANT PROGRESS 


()” 


Increase in New 
Paid for Insurance 
in 1928 





HOME LIFE INSURANCE COMPANY 
OF NEW YORK 


JAMES A. FULTON, 
Agency Vice President. 


ETHELBERT IDE LOW, 
President. 
































UNLIMITED OPPORTUNITIES 


You will like our liberal first- 
year and renewal commission 
contract direct with the home 
office. It gives you the right to 
sell men, women, and children 
real protection on a low-cost 
participating or non-participat- 
ing basis. 
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b> 


d, 








HOME OFFICE 











Just glance over this list: 


Participating Policies for Women Modified Life 
Non-Participating  Child’s Educational Low Cost Term 
Sub-Standard Juvenile Policies Double Indemnity 
Preferred Risk 6%, Guaranteed Disability Income 
Pay-Roll Deduction Income Premium Waiver 
Monthly Premium Life Income Retirement 

Age Limits: Income 


1 Day to 65 Years 
Ask for further information 


JEFFERSON STANDARD 
LIFE INSURANCE COMPANY 


JULIAN PRICE GREENSBORO 
President North Carolina 


MORE THAN 350 MILLIONS IN FORCE 


— 














We are only seven years old, with over 
$90,000,000.00 Insurance in force. Why 
not connect with us now? You will, 
no doubt, wish to eventually. Excel- 
lent territory and a splendid chance 
for promotion. Address all communi- 
cations, giving references, to 


A. F. SEELIG, Agency Manager 


Cuicaco NATIONAL LIFE 
INSURANCE COMPANY 
1400 West Washington Blvd. 


Chicago, Illinois 
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These Gobs will know what to do 
should they mect this situation in 
Wartime. 


IRIEIPA IRIE iD 


In this extremely intimate organization agents 
are constantly informed of the ways and means 
of meeting situations. The unusual and attrac- 
tive side to this preparedness program is the fact 
that much of this training is brought to the 
agent in the field by representatives of the 
Company. 


You'll like The Peoples Life—the company 
that does more for its agents. 


THE PEOPLES LIFE INSURANCE 
COMPANYS ILLINOIS. 


CHICAGO, ILLINOIS. 
our Stedman: President. 
G.L.Lutterloh: - -Secrefary 
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